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Pole Pusher 


., A mechanical pike pole with the push- 
m4 ing capacity of at least ten men. 
Straightens leaning poles—takes 
slack out of wires on corners — 
moves a pole through a trench on 
resetting—holds a pole straight 
} when pulling—in fact, it will 
save time and back-straining 
labor everywhere the ordi- 
nary pike pole is used. 
Light enough for one 
man to carry and op- 
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Capacity—6000 

Ibs. 
Write for 
Prices 
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other hearty objects 
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Leich Farm Line Telephones 


For Uninterrupted Service 


Signalling Equipment: 
The powerful output of the Leich generator guarantees signalling into central 
from the farthest outpost of long farm lines. 


The sensitive, well balanced, non-sticking ringer receives rings accurately under 
adverse conditions. 


Transmission: 

High resistance transmitter with associated induction coil uses very little bat- 
tery current. Produces powerful, clear speech. No substances subject to hard- 
ening or deterioration used in construction of transmitter. 





105-A-1600 Wall Phone 


Reception: 
Fixed adjustment receiver, remains permanently sensitive. Takes pins, spades, 
or loop cord terminals and any standard shell. 


Maintenance: 


Arrangement of apparatus makes all parts accessible. Leich originated location of induction coil and condenser on 
the door with continuous circuit thru springs on hinges. Open wiring makes wiring troubles negligible. 


Cord terminals arranged to accommodate various trim cords. 


Write for catalog and prices. 
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of Lynton T. Block & Co. is to 
issue the most satisfactory and 
comprehensive insurance to be 
had anywhere— 

Furnishing absolute protection 
at cost. 

Embodying all the standard fea- 
tures and more. 

Covering special classes and se- 
lected risks. 

Selling at established rates. 

Returning savings at the end of 
the policy period, depending upon 





Workmen’s Compensation 
Employer's Liability 


the individual experience of the Public Liability 
eiok. Teams Liabil'ty 

Giving a claims service that is Contractors’ Liability 
net equalled elsewhere. Elevator 


It is an honest policy, carried 
out in an honest way and gives a 
square deal under all conditions. 

This forms the creed of every 


Automobile 











member of the organization and 
has built up the reputation of 
Lynton T. Block & Co. until it is 
one of the best and most favor- 
ably known in the Mississippi 
Valley. 
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UNDERWRITERS, INC. 
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At Cost 
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The first six 
months of the year 
having passed, busi- 
ness observers are looking ahead with a 
clearer vision as to how 1924 will finally 
So 
far conditions have been much better than 


measure up as to general prosperity. 


expected, and the next six months prom- 
ise further improvement, notwithstanding 
the political commotion. 

So far as public service companies are 
concerned, the feature of the business sit- 
uation that principally interests them right 
now is the money rates. Interest rates are 
lcw, and financial experts say they are 
likely to continue low for some time. This 
helps ont when a telephone company seeks 
a loan in order to carry on new work, for 
of course it reduces expenses when money 
can be had for 5 or 5% per cent instead 
of 6 or 7. 

A less pleasant aspect of the situation, 
however, is presented by the question: 
How will cheap money rates affect serv- 
ice rates when regulating commissions ap- 
proach the problem of what constitutes a 
reasonable return on property subject to 
regulation ? 


* * * * 


Financial observers, who have been 
praising the increasing soundness and sta- 
bility of public utility investments of late, 
are considering this effect that may de- 
velop from low interest rates. While most 
other securities have slipped down, and 
the stock market has been in a slump, the 
utilities have held up surprisingly well. 
They have accordingly risen in favor and, 
in fact, have contributed the most cheer- 


ful colars to the business picture. 


CURRENT OPINIONS AND COMMENTS 


Low money rates have helped companies 
whose service rates were fixed when capi- 
tal cost more, but it hardly stands to rea- 
son that a utility commission would read- 
just the basis of the “reasonable return” 
because of what may be a temporary re- 
duction of interest expense. It is not long 
ago that service companies were paying 
an interest rate that was more than burden- 
some. 

It requires but little study to perceive 
the logic of this contention, and it is grati- 
fying to see its merits recognized by writ- 
ers on financial topics. A sensible view 
of the situation is taken by the financial 
editor of the Chicago Daily News, who 
makes the following comment: 

* * * * 

“The rate of return allowed by the In- 
terstate Commerce Commission upon rail- 
road property is 5% with the 
carrier to retain one-half of earnings in 


per cent, 
excess of 6 per cent. Public-utility com- 
panies usually expect a return of 7 per 
cent or more. Ideas as to what is a fair 
return naturally must be based upon aver- 
age money rates over a period of years, 
and upon other factors, such as the degree 
of risk involved, etc. 

“With the government able to borrow 
for six months at 2% per cent and to re- 
ceive applications totaling $600,000,000 for 
an offering of $150,000,000; with the Rock 
Island Railroad selling notes on a 5.25 per 
cent basis to pay off a government loan at 
6 per cent, it would be natural in time if 


ideas regarding a fair rate of return on in- 


vested capital should 
be revised somewhat, 
3ut the element of 
time is very important in this connection. 

Money put into railroads and public 
utilities is not put there for a few months. 
It stays there, as a rule, and a temporary 
money market of 4 to 5 per cent for high- 
class loans does not of itself make a 7 per 
cent return on a public-utility property, 
with its unavoidable risks, excessive.” 

* os * * 

Generally speaking, cheap money is con- 
sidered an influence in favor of an increase 
The president of Chi- 
cago’s largest bank says that business is 


now at the bottom 


in business activity. 
of the curve and is 
destined to swing upward, so he predicts 
the present year will compare favorably 
with 1923. 

The fact that the largest mail-order 
house in the country last month declared 
a dividend for the first time in the last 
three years indicates that the agricultural 
sections are again buying goods. 

This is the year of political hullabaloo 
which causes timid capital to watch its 
step with unusual vigilance, but when, the 
tumult and the shouting are over it will 
probably be found that about half of the 
trouble feared for 1924 never existed. 

x + x F 

Speaking of politics, probably most 
everybody read General Dawes’ nonparti- 
which he 
agogues in public life, and gave it the O. 
Nobody 


more than the public service companies 


san speech in attacked dem- 


K. of approval. has suffered 


from the unfair ranting of political dem- 
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agogues who try to get votes by stirring 
up the people’s resentment against “cor- 
porations.” 

The justice of such an onslaught on 
demagoguery was proved by an incident of 
the New York convention. A savage at- 
“dark 


the presidential 


tack was made on one of the 
horses” mentioned for 
nomination because he had represented a 
telephone company asking for higher 
rates—and had obtained them. 

It was admitted that he did a good legal 
job, but the objection was made that his 
success would weaken him _ politically— 
meaning, of course, that the demagogues 
would accuse him of being for the cor- 
porations and against the people. 

This is a fair sample of the old method 


c 


ef taking political kicks at service com- 


panies. 
x k *k * 


National politics holds the center of the 
stage this year, and the party managers 
are giving radio much consideration in 
their campaign plans. The makers of the 
program for the Democratic convention, 
for instance, tried to time some of the 
most important speeches to come at night 
so radio fans all over the country could 
hear them at first hand. 

The combination of long distance tele- 
phone facilities and radio enabled hun- 
dreds of thousands—possibly millions— 
of people to hear the proceedings of both 
the big party conventions, and learn what 
was transpiring at New York and Cleve- 
land without waiting for the newspaper 
reports. 


All over the country the radio audi- 
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COMING CONVENTIONS. 


Indiana, Indianapolis, Claypool Hotel, 
September 17 and 18. 


U. S. Independent Telephone Asso- - 


ciation, Chicago, Hotel Sherman, Octo- 
ber 21, 22, 23 and 24. 


Illinois, Peoria, Jefferson Hotel, No 
vember 12 and 13. 








ence “listened in” and heard the political 
orators “spell-bind,” the call of the states 
as they voted, and the applause of the gal- 


leries. 
* * cs * 


Commenting on this new phase of po- 
litical conventions, the New York Times 
in an editorial said that the radio, how- 
ever, should not get all the credit for 
what it accomplished, as “the good old 
telephone had to be asked for assistance.” 

“The sounds heard by most listeners in 
this vicinity,” said the Times, “and in 
other places equally or more remote from 
Cleveland, had made the better part of 
the journey over a wire, in the way that 
no longer seems mysterious, though it is 
so just as much as the radio, and were 
broadcast after arriving at the stations 
in and near New York. Or, rather, they 
broadcast themselves directly and with- 
out human intervention in the relaying. 
The 


‘static’ as the radio is, and this is the bad 


telephone is not as fussy about 


,” 


season for ‘static. 


*x* * Kk * 


Comparing the radio, the telephone and 


the telegraph as means of communication. 
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the Times editorial in its concluding para- 
graph, headed “An Auxiliary, But Not a 
Substitute,” makes this interesting obser- 


vation : 


“While the radio did magnificently that 
part of the work of reporting the conven- 
tion that was entrusted to it, not only to 
the telephone, but to the still older tele- 
graph as well, due credit should be given. 
That simpler means of communication still 
is far from having been superseded by 
its young rivals. 

Their competition did not prevent the 
telegraph companies from preparing on a 
greater scale than ever before at a politi- 
cal convention to serve the press. More 
wires, more instruments and more opera- 
tors than the newspaper men ever saw at 
previous gatherings of this kind had been 
provided in anticipation of increased de- 
mand for the familiar service, and these 
increased facilities were used exactly as 
if there were no such thing as a telephone 
or a radio. 

It is true that the radio beat both of 
its rivals by several minutes—five, per- 
haps—in conveying the action of the cul- 
minating moments, but it was not from 
these that the compositors ‘set up’ the 
long and numerous dispatches that ap- 
peared in print. 

The radio has its own domain, and is 
unapproachable there, but neither the tele- 
phone nor the telegraph is in any danger 
from it so far as yet can be seen.” 


This view agrees with the theory that, 
instead of competition between radio and 
the telephone and telegraph, future de- 
velopment will result in a condition of co- 
operation among the three forces that will 
lead to an enlarged and more effective use 
of all these various means of circulating 
information. 


Fundamentals of ‘Toll Salesmanship 


Essential Factors of Toll Salesmanship and Some Very Practical Suggestions to 
Assist the Toll Operator in More Effectively Selling Long Distance Service— 
Paper Presented at Convention of the Oklahoma Utilities Association 


By Jasper M.Allen, 


Toll Trafic Supervisor for Oklahoma, Southwestern Bell Telephone Co., Oklahoma City, Okla. 


Salesmanship is the art of selling some- 
thing to somebody. The commercial in- 

stitutions of the world are monuments to 
the genius of salesmanship. Among the 
greatest of these institutions stands the 
telephone business—the long distance tele- 
phone business—which is the resulting 
achievement of the tireless efforts and the 
acquired skill of that vast army of work- 
ers, who are sales people of the highest 
order—our operators. Toll salesmanship 
is the art of selling that particular kind of 





telephone service known as “Long Dis- 
tance” telephone service. 

In a general sense, salesmanship consists 
of personal solicitation, the salesman and 
the customer meeting face to face. In toll 
salesmanship, the salesman and the cus- 
tomer are in evidence, but instead of meet- 
ing face to face, the entire transaction of 
selling the service actually takes place over 
the telephone, often with the salesman and 
the customer far removed from each 
other. 


The fundamentals of salesmanship as 
applied to ordinary business also apply to 
our toll business, but there is this distinct 
and difficult handicap placed on our opera- 
tors—they must make their sales while out 
of sight of the purchaser. In order for 
them to make the sale of a toll call, it is Ff 
also necessary for them to deal with two 
persons, instead of one, as in ordinary 
business; and these two persons must be J 
available at the same time. 

These conditions, peculiar to our busi- 
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ness, call for a high development of cer- 
tain qualities not emphasized or necessary 
in ordinary commercial selling, but all of 
the art of commercial salesmanship may be 
used by a toll operator most effectively and 
to good advantage. 

The operator who is content merely to 
keep her name on a payroll, with a medi- 
ocre degree of success, who lacks either 
desire or power to labor for the best that 
her profession contains, is little worthy of 
the name. Work of the type most needed 
in our field of salesmanship is the success- 
ful carrying out of that which reflects the 
most credit upon our profession. Little 
that is worth having in this world is se- 
cured except by unceasing toil. A toll 
operator must, therefore, enjoy selling tele- 
phone service. 

Some one has said that “few battles of 
life are ever finally won. There are always 
positions to be held and new ones to be 
conquered.” Nowhere does this saying 
apply better than in the telephone business. 
The enormous growth of the telephone 
business in recent years, with its continu- 
ing prospects for the future, offers a most 
happy incentive for those of our employes 
who really intend to get ahead in their 
profession. We believe that every operator 
selling toll telephone service has this in- 
centive more or less developed. It is our 
desire, in this paper, to outline some prac- 
tical suggestions to 
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Jasper M. Allen Believes Toll Operating 
Offers Wide Field for Exercise of 
Operator's Initiative. 


must be able to quickly form such ac- 
quaintances as will make you and your 
subscribers at ease in your business deal- 
ings with each other. 

This matter of “getting acquainted” is 
merely studying human nature to the ex- 
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unless he is fully informed regarding the 
service, becomes dissatisfied just as quick- 
ly, changes his mind often, and keeps chief 
operators, supervisors and operators busy 
making changes in his calls, adjusting 
charges, and handling his complaints. 

Regarding the second  subdivision— 
Knowledge of Practices—no salesman who 
attempts to sell anything, whether it be a 
paper of pins or an automobile, can hope 
to succeed unless he knows those pins or 
that automobile a thousand times better 
than the person to whom he wishes to sell. 
If you do not know all about the articles 
you are trying to sell, your customer will 
likely ask embarrassing questions, will 
very likely “corner” you—and you will 
lose his business because his suspicions are 
aroused at your lack of knowledge. 

Our toll operators have more instruc- 
tions, possibly, than salespeople in some 
other lines, but these instructions are log- 
ical and easy to learn. You should not 
allow yourself to become confused at any 
time in making a toll sale because of fail- 
ure to know the proper operating practice. 

You must know how to operate accur- 
ately. You must know the particular kind 
of connection you are attempting to estab- 
lish. You must know how to be able to 
pass an unsatisfactory report to a sub- 
scriber in such a pleasant, interested, and 
encouraging manner that he will feel per- 
fectly 


satisfied with 





these salesladies to as- 
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T he essential fac- 
tors of toll salesman- 
ship are two—knowl- 
edge and confidence. 
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The first factor we 
will divide into three 
subdivisions : 
1. Knowledge of 
subscribers. 
2. Knowledge of ESSENTIALS 
practices. OF TOLL 
3. Knowledge of ncnentttaner ni 
circumstances. 
Knowledge of Your 
Subscribers — W hat 
does this mean? Do 
you know your sub- 
scribers? By this we 
do not mean that you 
should know them 
personally, as you 
know your best 
friends and personal | 
acquaintances. 


A different kind of 


| seme | 
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— 
a | COURTESY 


and will 
volunteer all the addi- 


the service, 


tional information and 
scininicinalassli assistance necessary to 


complete the call. 
The third point 
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Knowledge of Circum- 
stances—is an _ asset 


obtained from a com- 
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bination of the 
points 


two 


already men- 


CONCENTRATION | 


tioned, with a liberal 











een amount of good judg- 
ee CO-OPERATION ment added. A real 
= QUALITIES - toll operating expert 
must picture in her 
PERSISTENCE . 
mind each call she 








handles, and adapt her 
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methods of making 


OBSERVATION . 
the sale to the cir- 


cumstances fitting that 





It will 
the ef- 


amesemimee particular case. 
surprise you 
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creasing toll sales. 





Consider now the 
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COMMON sense | second factor in toll 








salesmanship — c on- 








knowledge is meant— 
a knowledge that is 
obtained by that 
magic contact of telephone conversation. 

It is entirely possible to form an ac- 
Guaintance with an individual merely by 
talking to him over the telephone. To suc- 
cessfully sell toll telephone service, you 


Chart Showing the Factors Involved in Successful Toll Salesmanship. 


tent of knowing how to handle your pa- 
trons. The person difficult to satisfy with 
telephone service is usually an excellent 
customer, when you once find out how to 
please him. The one who buys quickly, 


fidence. Confidence is 
the one 
gets 
any business than any other one quality of 
salesmanship. What is it that im- 
presses you when you enter a store and ap- 
proach a saleslady? 
you in a 


factor which 


more orders in 
most 


Suppose she greets 
half-hearted manner, with a 
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yawn, and with her gaze in a different 
direction. Does she impress you as a 
strong character? Will you listen to her? 
No, you will probably quickly turn around 
and walk out of the store in disgust. 

But suppose she sees you as you enter 
the store, and with her head up and chest 
out, is smiling at you when you first see 
her. Before you have reached her counter, 
she is looking you straight in the eye. 
She is deeply interested in finding out what 
you desire, and she devotes all her atten- 
tion to you. You immediately feel the 
force of such a personality. 

In our business we cannot display our 
interest in our customers by looking them 
in the eye—but we can project our per- 
sonality by availing ourselves of a par- 
ticularly powerful “selling” factor, in 
using a_ pleasing, well-modulated and 
“smiling” tone of voice. 

You probably do not realize what an 
exceedingly difficult sales proposition you 
are up against when you are trying to sell 
to a customer who can’t see you. Your 
only means of projecting your personality 
and conveying to the subscriber the idea 
that you are genuinely interested in his 
call is by your tone of voice. 

Even courteous expressions, such as 
“thank you,” “hold the line, please,” and 
other of our simplest phrases, can be said 
in such a tone that they become scathing 
sarcasms, and they may irritate subscrib- 
ers to such an extent that they have any- 
thing but a friendly feeling toward the 
company. Then there are operators who 
can take these high strong, irritable sub- 
scribers, and pass them the most unsatis- 
factory reports in a convincing, pleasant, 
friendly, interested tone of voice, and the 
result, even under such unfavorable con- 
ditions, will be a sale, and a satisfied sub- 
scriber who will come back for more. 

To properly consider this element of 
confidence, let us look at it from three 
angles, as follows: 

1. Confidence in service. 

2. Confidence in methods. 

3. Confidence in company. 

Confidence in Service: Every telephone 
employe has often been told and knows 
full well that in furnishing telephone serv- 
ice to the public, we are performing a 
truly valuable service. This fact should 
create in you added confidence in your 
profession, because every sale you make 
gives you an opportunity to put your in- 
dividuality in the limelight, in that you 
thereby have a direct part in furnishing 
this most necessary and important com- 
modity. 

Confidence in Methods: If you are con- 
tent with nothing less than expert knowl- 
edge of operating methods, you cannot 
help but increase your confidence in your- 
self and in your ability to put over your 
toll sales in constantly increasing num- 
bers. Our operating methods can be re- 


lied upon to provide the proper procedure 
for almost 


any contingency that may 
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arise. They are not experiments, but are 
the result of the combined thought and 
experience of the most expert specialists. 

Confidence in Company: Confidence in 
your company also means confidence in 
yourself. We know that any telephone 
company would willingly spend a dollar 
to refund a penny wrongfully taken. In 
fact, we are daily making adjustments 
with the public, allowing reductions in 
charges for services where legally or mor- 
ally the claimant has absolutely no right 
to the reduction. Moreover, these refunds 
and adjustments are made cheerfully, so 
that the fullest effect of our efforts to sat- 
isfy the patron may be realized. If the 
adjustment or the refund is not cheerfully 
made, the effect we are striving for—a sat- 
isfied customer—is lost. 

With such an understanding of this pol- 
icy of fair dealing, your confidence in your 
own individual efforts should also be great- 
ly strengthened, because you, yourself, are 
the company. 

Many toll sales cannot be made because 
of reasons that are unquestionably beyond 
our control, and, notwithstanding that our 
percentage of sales is increasing all the 
time, and has already reached a creditable 
figure, there are still a large number that 
khang in the balance, so to speak. These 
sales are put over, or are lost, according 
to the manner in which the operator deals 
with her subscribers, and the accuracy 
with which she handles her work. In 
other words, they depend on the personal 
qualities of the individual. We wish now 
to consider some of these personal quali- 
ties, and their effect on toll sales. 

You will note that on the chart are 
listed ten personal qualities having a direct 
eftect on toll sales. They are: 

1. Selling spirit. 


2. Courtesy. 

3. Initiative. 

4. Concentration. 
5. Cooperation. 


6. Persistence. 

7. Observation. 

8. Accuracy. 

9. Speed. 

10. Common sense. 

The first of these is the selling spirit. 
It is evident that it is not only necessary 
that a toll saleslady should accept and com- 
plete all orders received from patrons 
promptly and accurately, but she should 
learn to appreciate the patron’s viewpoint, 
and should suggest to him the action 
which will best accomplish the end he 
desires. A courteous tone of voice and an 
interested manner of expression are very 
necessary. 

As an illustration, there is excellent op- 
portunity for salesmanship in the use of 
the expression, “Shall I send a mes- 
senger?” which is often entirely over- 
leoked. There are two extremes in the 
manner of asking this question. If the 
operator is anxious to have the call can- 
celled and out of the way, she can ask this 
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question so quickly and carelessly that it 
will likely result in the reply, “Oh, never 
mind. Let it go”; whereas, if the proper 
motive and spirit are behind the question, 
the reply, “Yes, do,” may be received. 

This illustrates what may be accom- 
plished by the correct use of the simplest 
expressions, and the proper handling of 
one of the least complex of the situations 
which occur in making a toll sale. No 
matter how well chosen are the words and 
the expressions used in dealing with pa- 
trons, their value will be entirely lost if 
they are spoken too hurriedly, or in a man- 
ner which conveys to the patron a spirit 
of indifference or discourtesy. 

The patron must be made to feel that 
the operator is giving his call special atten- 
tion, and is personally interested in assist- 
ing him in every possible way. Lost sales, 
as evidenced by cancelled tickets, may 
show adverse conditions, but such evidence 
is not in itself conclusive that a larger 
proportion of sales could not have been 
made. 

Courtesy: The proportion of calls com- 
pieted to the total number offered, will 
always be high, if each operating employe 
performs her work with enthusiasm and 
interest, and constantly treats the com- 
pany’s patrons with courtesy. If operat- 
ing employes are courteous in speech and 
manner, attentive and interested, they will 
impress the patrons favorably, and thus 
tend to encourage the use of the service, 
end to increase the patience of patrons 
with necessary delays which will some- 
times occur in the completion of their calls. 

Toll salesmanship offers to the aspiring 
operator a wide field for initiative. Sug- 
gesting an alternate in certain instances, 
offers particularly favorable possibilities to 
display this quality. One reason we do 
not have more calls completed to alter- 
nates is that we sometimes do not reach 
the party who can name an alternate. 

If we will try to find out if there is not 
some one at the called telephone who is 
authorized to talk for the particular per- 
son desired, before passing the report to 
the calling party, we can very often secure 
permission from the calling party to estab- 
lish connection to this alternate. If we 
merely tell the calling party that the par- 
ticular person whom he desires is out, and 
ask him if he will talk to anyone else, he 
will very likely say, “No; but if we say, 
for example, that “Mr. Smith is out, but 
Mr. Jones, his partner, will talk,” he will 
very likely consent to talk to Mr. Jones. 

Initiative also can be displayed in giving 
special attention between 4 and 5 p. m. to 
the completion of “leave word” calls orig- 
inating at business telephones. If it is 
doubtful whether such a call will be com- 
pieted before the usual closing hour of the 
business, it is frequently possible to ar- 
range an appointment for the following 
day, or to arrange to have the call com- 
pleted from another telephone later that 
same day. In fact, we have found in in- 
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specting the cancelled tickets at Oklahoma 
City, that a large percentage of the calls 
which were formerly cancelled at mid- 
night, are now being completed by these 
methods. 

“Concentration” on the part of toll oper- 
ators tends to increase toll sales. Many 
of the expressions included in our operat- 
ing practices are provided solely to aid in 
detecting errors, which delay and possibly 
cause the cancellation of a call. 

If an operator does not give her whole 
attention to her work, she is certain to 
overlook some action which might prevent 
a patron from canceling his call. It is 
important that operators should grasp the 
underlying spirit of each rule, as by this 
means only can the patron and the com- 
pany be assured of their personal interest 
and intelligent action. 

Lack of “cooperation” among operators 
frequently accounts for failure to complete 
a call satisfactory. The failure of one 
operator to properly perform her part 
of the work reacts seriously on the efforts 
of others. Successful service is impossible 
unless the fullest teamwork prevails. In- 
ward and Through operators should espe- 
cially realize this fact, and should cooper- 
ate to the fullest extent with the Outward 
operators at distant offices. 

They should also cooperate with their 
subscribers. They should not interrupt a 
busy man and annoy him needlessly. If 
we do annoy him, he is very likely to can- 
cel his call because of this annoyance, for 
some people are easily irritated. 

Full cooperation is also advisable in 
handling calls originating at public pay sta- 
tions, in order to keep the calling party pa- 
tient, and make him realize that every- 
thing possible is being done to complete his 
connection. A patron at a pay station is 
usually more exacting in his demands for 
prompt service than a patron calling from 
his office or residence. 

This is a perfectly natural condition be- 
cause a patron at a pay station generally 
has nothing to do but watch the clock, 
while a patron who places a call from his 
office or residence, is more likely to have 
other matters to occupy his mind, which 
cause him to overlook any reasonable de- 
lay in the completion of his call. If we 
are to complete a large percentage of pay 
station calls, we must be very careful 
to keep the patron frequently advised re- 
garding the exact status of his call. 

Operators at information positions 
should also cooperate by furnishing infor- 
mation with accuracy and dispatch. A 
well-trained, experienced, and resourceful 
information operator is an cxpert in locat- 
ing parties with a minimum of informa- 
tion to work on. She can be of great as- 
sistance in the completion of calls which 
would otherwise be lost. 

“Persistence” is another quality which 
must be possessed in large quantities if an 
operator is successful. She must have the 
will and determination to deliver the goods 
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—if they can possibly be delivered. She 
must make up her mind that she will not 
have any cancelled calls that any other 
operator could avoid. She should not be 
satisfied with her work until she feels that 
no other operator in the service could 
take her position and have a less number 
of them. 

Some operators do not seem to appre- 
ciate the possibility of finding their party 
at some other telephone, in the event of 
his being reported out at the number that 
is tried first. 

Apparently, these operators take it for 
granted that he will return and report 
himself “WH.” This oftentimes happens, 
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of course, but in a recent study, we have 
found that in a third of the cases where 
the call was delayed by a “U” report, 
and the operator failed to try to locate 
the party called at another telephone, the 
party called could have been reached at 
that telephone and the call completed on 
the first attempt. Likewise, it has been 
estimated that in approximately one out 
of ten cases observed, the operator failed 
to take the follow-up action prescribed in 
the operating practices. 

It is quite impossible to measure the 
seriousness of not properly following up 
calls, as obviously there is no way of 
knowing whether or not the call would 
have been completed had it been tried on 
time. Often it does not occur to a sub- 
scriber, when a report of delay has been 
passed to him, that possibly he can trans- 
act his business later in the day, or from 
his home in the evening—and he cancels 
the call, not fully appreciating that we 
have a definite follow-up system for each 
call, which will permit of its completion at 
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any time that we can bring the two parties 
together. 

In cases of this kind, the suggestions 


that the subscriber may talk later from an- 
other telephone, perhaps, is all that is re- 
quired to transform a canceled call to a 
leave word, and later, possibly, to a mes- 
sage. Failure to secure disposition of calls 
where a subscriber does not wish to have 
word left, and does not tell the operator 
when he would like to have his call tried 
again, often results in lost sales. 

Many of these calls remain in the “leave 
word” compartment until sometime in the 
evening when the calling telephone does 
not answer, or until midnight, 
are canceled. Many of these calls could 
be completed if the subscriber were re- 
called during the late afternoon when he 
is not busy, and an attempt made to ascer- 
tain his wishes as to further action. 

Calls to large hotels are frequently can- 
celed because an operator does not ask 
to have the called party paged after re- 
ceiving an “NRG” report. We have per- 
sonally observed numerous cases where 
calls have been canceled when the called 
party was not registered at a hotel, but he 


when they 


was, nevertheless, in the lobby of that 
hotel. 

“Observation” is another way of saying 
the word “experience.” A toll operator 


adds to her fund of experience every day. 
If she will observe these experiences, and 
apply them to the handling of future busi- 
ness, she will materially add to the num- 
ber of her sales. This is especially true 
in the handling of unusual or extremely 
difficult cails where emergency measures 
are necessary. 

In a recent study made at a large office, 
covering a four weeks’ investigation, it 
was found that inaccuracy, carelessness, 
and failure to follow proper operating 
practices, caused many more cancelled calls 
than did slow speed of service. This 
study showed that only in a relatively 
small percentage of all the calls observed 
was the cancellation charged to delay, 
while more than half of the cancelled calls 
were due to operating irregularities. 

These figures show that completed busi- 
ness is largely dependent upon the ac- 
curacy with which operators handle their 
work. Furthermore, by taking the proper 
action on those calls after the subscriber 
was called back, enough additional infor- 
mation was secured to complete enough of 
these calls to increase the completion fig- 
ures of the office approximately 2 per 
cent. 

This 2 per cent seems small, but when 
applied to the annual revenue of any office, 
you can see that it is worth consideration, 
particularly since it is obtainable with no 
increase In other words, 
it might reasonably be expected that if 


in labor costs. 


only the more serious of the operating ir- 

regularities were eliminated, would 

be a material improvement in the number 
(Please turn to page 41.) 


there 








Good Will Work Amoné¢ Employes 


Splendid Esprit de Corps Built Up by Good Will Department Among the 
Young Women of the Tri-State Telephone & Telegraph Co.—Social Activities 
Important Factor in Development of Harmony and Good Fellowship 


Playtimes for telephone girls, as a unit, 
do not materialize with any particular fre- 
quency except, perhaps, in those cases 
where a company is equipped with a spe- 
cial department prepared to put social af- 
fairs over in a systematic manner. 

Some one department and some one or- 
ganized group of an organization must 
make it a business to plan and supervise 
activities of this character if they are 
to prove successful and worth the time 
and expense. Especially is this true in the 
larger companies where the employes, at 
their various duties every day, are more 
or less widely separated and unable to see 
or know very much about one another. 
The larger the city and the larger the tele- 
phone company, the less the right hand 
knows what the left hand is doing or 
wants to do. 

In cities where there are numerous cen- 
tral office buildings, widely separated, 
there is no opportunity for mutual social 
entertainment, and small incentive, with- 
out the inspiration, enthusiasm and guid- 
ing hand of some one general department 
to initiate, plan and manage. 

In St. Paul, Minn., the Tri-State Tele- 
phone & Telegraph Co., with approximate- 
ly 1,000 women employes, finds little diffi- 
culty and ready response in its efforts di- 
rected towards group social activities. 
All unified or cooperative social functions 
given throughout the year are directly 
under the supervision of the goodwill de- 
partment, Mrs. Dora B. Hancock, super- 
visor, assisted by others in the same de- 
partment and, occasionally, by a commit- 
tee of volunteers conscripted from the va- 
rious exchanges of the Tri-State company. 

During the winter 
months of 1923-24, five 





Mrs. Dora B. Hancock, Good Will Super- 
visor, Tri-State Company, St. Paul, Minn. 


employes doing the planning. Number 
four was sponsored by the traffic depart- 
ment and the fifth and final party was a 
commercial-purchasing function. 

All of these dance parties were given in 
the Church Club, a centrally-located build- 
ing with ample room for all who might 
wish to attend and containing, among 
other things, a very good dancing floor. 

The final affair of last season was known 
as a Carnival dance. The ballroom was 
beautifully decorated with colorful tissue 
paper streamers and typical carnival hats 


were distributed to the guests. At all of 
these parties light refreshments were 
served. For those not caring to dance, 
card tables were provided with a suitable 
head prize for each table. 

At the beginning of each season, annual 
tickets, good for the entire winter series 
of entertainments are offered employes. 
Those not possessing an annual pasteboard 
are admitted by ticket only, purchased at a 
very nominal cost. This revenue always 
is sufficient to meet such necessary ex- 
penses as music, rent, decorations, refresh- 
ments, etc. 

The one big, outstanding affair of each 
year, and unquestionably the most satisfy- 
ing to those who pay the bills and take 
the brunt of the work and responsibility, 
is the annual Christmas party arranged 
for the exclusive amusement of Tri-State 
kiddies. 

Last December about 1,500 little chil- 
dren, many attended by their mothers, 
romped about the huge Christmas tree 
brilliant with multi-colored electric lights, 
gold and silver strings of tinsel and other 
attractive ornaments. Bags of candy, 
oranges, toys, etc., also adorned the tree, 
all of which were distributed to the chil- 
dren during the progress of the afternoon 
program. Additional entertainment  in- 
cluded appropriate moving pictures, some 
comical vaudeville stunts and games of 
various kinds. 

In addition to the numerous social af- 
fairs, the goodwill department has, for 
several years, sponsored a most successful 
girls’ bowling club. From six to eight 
teams compete each year and the competi- 
tion has been close and keen. Some ex- 

ceptionally good _ ten-pin 





dance programs were 
given, invitations being. ex- 
tended to all employes of 
the company. Fully 200 
couples attended each one 
of these parties and they 
proved very successful. 
Following the first en- 
tertainment of this kind, 
which was promoted by a 
general committee, each 
succeeding party was 
turned over to the man- 
agement of a different de- 
partment. Number two, 
for instance, was planned, 
very largely, by representa- 
tives from the accounting 
department; the third 
found plant department 


Carnival 





Dance Given by Employes of the Tri-State Company of St. 
Paul, Under Auspices of Good Will Department. 
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artists have been devel- 
oped, several of the girls 
averaging 160 and better, 
for the season. 

All of these activities 
serve to keep Mrs. Han- 
and Miss 

assistant 
very 


cock Emma 


Stover, super- 
They 
represent, really, only the 
sidelights of the numer- 
ous responsibilities 
duties assumed and _ per- 
formed by the goodwill 
department which has be- 
come a very human and 
important cog in the Tri- 
State organization. 

The sick require and re- 
ceive much personal atten- 
tion and the dozen or moré 
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cafes operated by the telephone company 
for employes are all under the supervision 
of this department, including buying of 
all supplies and the securing of experi- 
enced and competent help. 

Since its inception, some seven years 
ago, the goodwill department has increased 
steadily in scope, value and as a very im- 
pcertant factor in the continual development 
of group harmony and good fellowship. 
It has, with the passing of the years, suc- 
ceeded in building up an admirable and 
greatly to be desired espirit de corps 
among the young women in the Tri-State 
organization. All of this, of course, pays 
bountifully in return and might easily, and 
with equal profit, be applied to any other 
telephone organization. 





Northwestern Bell Soon to Issue 
Revised Safety Code. 
The Northwestern Bell Telephone Co. 
1s soon to issue a revised safety code which 
is entirely the product of 
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composed of eight men selected by the divi- 
sion committees. It was made up of Frank 
Bednar, an installer from Des Moines; H. 
B. Marshall, construction man, Fort Madi- 
son; E. R. Jones, P. B. X. installer, and 
H. H. Williams, lineman, Minneapolis; E. 
R. O’Keeffe, P. B. X. installer, and E. R. 
Rothge, cable splicer, Omaha; B. B. Boat- 
man, Fargo, and J. J. Sanders, Grand 
Forks, both combination men. 

Mr. O’Keeffe acted as chairman, and he 
named four of the men as a committee on 
aerial plant, underground plant, cable, tree 
trimming, tools, storerooms, motor vehi- 
cles and garages. The other three made 
up a committee on substations, P. B. X., 
company office exchanges, outside main- 
tenance, offices and buildings, and tool, 
storerooms, motor vehicles and garages 
connected with these departments. 

G. T. Gorham, general employment 
supervisor, acted as advisor, furnishing 
statistics and other needed data, thus 
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the matter under discussion, an expert was 
sent for so that the code would reflect 
actual experience and be entirely practical. 


R. H. Fair, general plant superintendent 
of-the company, is very much pleased over 
the results. He says the code is one of 
unusual merit, the facts being correlated 
and displayed in a concise and interesting 
manner and bearing the marks of having 
come through the crucible of real experi- 
ence. Health rules compiled by the com- 
pany physician in Minneapolis, Dr. A. E. 
Wilcox, are added. 

The basic rule followed is that it is 
better to be careful a thousand times than 
to be hurt once, and so it is a prevention as 
well as a cure book. 

“The purpose of this safety code is to 
assist in the elimination of preventable 
accidents,” says the foreword. “An acci- 
dent is defined as something that happened 
undesignedly, and may in some instances 
be due to lack of 
event 


foresight. In the 
of an accident or 





the field forces and which 
it is believed will material- 
ly aid in reducing the num- 
ber of accidents, a policy 
that the company has been 
steadfastly sticking to for 
a number of years. 


Work on the code was 
begun last February. The 
first step was to ask all 
field men to make any sug- 
gestion which, in their 
opinion, would lessen the 
danger hazard. Then these 
were mulled over by the 
various committees, going 
up in turn from the local 
committee to the district, 











division and finally the 
general committee. 

regulation pro- 
posed was carefully studied and discussed ; 
and if it did not receive a unanimous vote, 
it was rejected. This general committee was 


Every 


Under Mrs. 


One of the Tri-State Restrooms Recently Redecorated and Refurnished 


Hancock’s Direction—St. 


leaving the members free to concentrate 
on the real job of formulating rules. If 
none of the committee was familiar with 


Paul Cedar Exchange. 


injury a great burden is 
frequently placed upon our 
families; consequently, it 
is apparent that the actual 
prevention of accidents be- 
comes of great importance 
to ourselves, our families, 
relatives and fellow men. 
“It is absolutely neces- 
sary for all of us in every 
department as employes, 
whether in a supervisory 
position or otherwise, to 
be imbued with the spirit 
of accident prevention.” 


The Metal Market. 
New York, June 30— 


Copper — Quiet; _electro- 
lytic, spot, 12%4c; do, fu- 
tures, 1244@1254c. Tin— 
Firm; spot and futures, $44.25.: Lead— 


Steady; spot, 7.00c. Zinc—Quiet; East St. 
Louis spot and nearby, 5.77@5.80c. 


Northern Indiana’s Annual Meeting 


Business and Pleasure Combined in Annual Meeting of Northern Indiana Tele- 
phone Association at Lake Wawasee—General Sessions Discuss Electrolysis, 
Relations—Operators’ Conference Largely Attended 


Financing and Public 


The annual convention of the Northern 
Indiana Telephone Association was held at 
the South Shore Inn, Wawasee, June 24, 
25 and 26. Due to the absence bysillness 
of Wilbur VanHorn, president of ‘the -asso- 
ciation, Walter J. Uhl, of Logansport, took 
charge of the evening meeting at 7:30 
p. m. on June 24. 

Henry A. Barnhart, of Rochester, presi- 
‘ent of the state association, was to have 
been the principal speaker of the evening, 
but could not be present. Chairman Uhl 
overcame the disappointment by calling. on 


various ones who willingly responded with 
extemporaneous talks. 

George Hawood, president of the La- 
fayette Telephone Co., made the principal 
talk of the evening and was: followed as 
calied on by Mr. Uhl -by Miss Belle-Ber- 
netha of Rochester, Samuel- Tomlinson of 
Plymouth, and Charles Norton and Fred 
Thomas of the Indiana Bell company. 

All speakers were in a happy frame of 
mind and spoke along humorous lines as 
concerns the telephone business, rather 
than the serious, illustrating with many 


good and applicable stories. They pointed 
out and made plain the worthwhile side of 
the get-together meetings. The fact that 
the time when a company can stand alone, 
operating a given territory, holding aloof 
from his telephone neighbor is past was 
particularly stressed. Many years ago a 
large organization tried it and failed in 
its’ purpose. 

The public needs of this day—the good 
and success of telephone companies—de- 
mands service, one from the other. Co- 
operation with the best of good will and 
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U.S. STEEL 
CORPORATION 


Subsidiaries installing 


1500 LINES 


NORTH 
IAL AUTOMATIC 


for fourteen plants and offices in 
the Cleveland-Pittsburgh indus- 
trial district. Standard North 
automatic switchboards arranged 
for dial control are being used 
throughout these installations. 


Ghe NORTH ELECTRIC 
/MANUFACTURING COMPANY 


GALION, OHIO 
| SINCE The North line offers every kind of automatic tele service, 
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understanding is now imperative if the 
public is to be well served.’ 

After the speeches, the meeting was turned 
over to the entertainment committee of 
which Hugh Hogue was chairman. Any- 
one who knows Hogue, with that jovial 
disposition of his and the peachy smile he 
always wears, knows that the various 
stunts put on were successfully staged, to 
the great enjoyment of the delegates. 

At 8:30 p. m. the association gave a 
dance on the spacious front veranda of 
the hotel to the convention delegates and 
their friends. Dancing continued until a 
late hour. 

From 9:00 a. m. to 12 noon on Wednes- 
day, June 25, the operators’ school was in 
session with Miss Marguerite Norris, of 
LaPorte, in charge. Miss Norris has won 
the respect, confidence and love of all the 
Indiana “hello” girls. Her absence from 
a convention school would be almost a 
catastrophe. The school was attended by 
70 operators. 


At 9:00 a. m., in the absence of Presi- 
dent VanHorn, Samuel Tomlinson called 
the men’s meeting to order. After mak- 
ing the announcements for the day, he 
called upon J. W. Scott, of Warsaw, to 
lead a round-table discussion on electroly- 
sis of underground cable. 

It quickly developed that many telephone 
companies, both large and small, have had 
trouble or trouble is developing. Profes- 
sor R. V. Achatz, of Purdue University, 
was called on to explain the technical 
points arising during the discussion. Mem- 
bers took advantage of the opportunity 
offered to submit their electrolysis prob- 
lems with great profit to themselves and 
others. The session adjourned at 12:20 
for lunch. 

The Wednesday afternoon meeting was 
a joint meeting of operators and managers. 
It was called to order by Samuel Tomlin- 
son, of Plymouth, who announced while 
Charles M. Niezer, president of the Home 
Telephone & Telegraph Co. of Fort 
Wayne, the first speaker of the afternoon, 
could not be present, he had furnished a 
competent representative. 


The chairman introduced Frank E. 
Bohn, of Fort Wayne, vice-president and 
general manager of the Home Telephone 
& Telegraph Co. Mr. Bohn stated that 
due to the cost of financing, his company 
and many other large companies organized 
a campaign to sell stock to local people 
and to employes. He explained thorough- 
ly how the campaign was organized and 
successfully conducted. It was very def- 
initely shown that each man, woman and 
child is interested in the success of the 
utilities, data being presented showing that 
inasmuch as banks, insurance and other 
companies now held securities as collateral 
rrotecting loans, the bank deposits and 
the payment of the widows’ pensions de- 
pend to a great extent on the success of 
the utilities. Mr. Bohn’s speech showed 
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ciear analysis and was not alone profitable 
but interesting. 

W. S. Vivian, in charge of public rela- 
tions department of the Middlewest Utili- 
ties Co., of Chicago, made, perhaps, the 
best speech on public relations ever made 
at a telephone convention. No manager, 
guest or telephone operator who heard this 
speech will forget the meaning of service 
as applied to labor for the public, or duty 
to the public. 

Service means the giving of self to 
others, Mr. Vivian declared. <A _ service 
rendered from the heart will reach the 
heart of the one served, with an ample 
return in one way or another from the 
heart. That heart service spells happiness 
and contentment to the server to a degree 
nothing else can or will produce, whether 
a service given by a utility or otherwise. 

The evening was spent in dancing and 
a general good time on the veranda of the 
hotel. 

The meeting on Thursday was called to 
order by Samuel Tomlinson at 9:00 a. m., 
Miss Norris collected the operators, who 
congregated in their schoolroom for fur- 
ther conference and instruction. 

The president conducted a business ses- 
sion, appointing a nominating committee 
for the nomination of president, vice-presi- 
dent, secretary-treasurer and directors. 

At the conclusion of the business ses- 
sion, the meeting was placed in charge of 
Claude R. Stoops, of Nappanee. Mr. 
Stoops led discussions on various subjects 
as presented by various members. Many 
problems were presented and fully dis- 
cussed with great profit. 

The nominating committee reported at 
this point, placing the following names be- 
fore the convention: J. W. Scott, War- 
saw, president; C. R. Stoops, Nappanee. 
vice-president ; John Troyer, Elkhart, sec- 
retary-treasurer; Samuel Tomlinson and 
Wilbur VanHorn, directors. 

These were unanimously elected. 

After a vote of thanks to the retiring 
officers and directors, all of the commit- 
tees and others, including Mr. Boyts, man- 
ager of the South Shore Inn, who gave of 
their time and means to make the annual 
meeting one long to be remembered, the 
convention closed. 


Enid and Wynona District Meet- 
ings of Oklahoma Association. 


Telephone men and women of northeast- 
ern and northern Oklahoma attended dis- 
trict telephone meetings of the Oklahoma 
Utilities Association at Wynona, June 9 
and Enid, June 12. The attendance at 
each meeting was about 50. Although rain 
was falling telephone men braved the mud 
and drove into Wynona from every direc- 
tion, some of them driving as far as 75 
miles. 

The sessions at Wynona were held at 
the Methodist church and a number of 
citizens addressed the noon day lunchevn, 
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including Rev. O. W. Williams, pastor of 
the Methodist church and secretary of the 
Business Men’s Association, and former 
State Senator Tom McMechan of Okla- 
homa City, who was transacting business 
in Wynona. 

Sessions at Enid were held in the con- 
vention hall and the noon-day luncheon 
at the Sanderson Hotel. Among those 
who addressed the Enid noon-day luncheon 
were L. E. McKnight, attorney of Enid; 
Joe Cobb, member of the Oklahoma Cor- 
poration Commission, and J. W. Walton of 
Broken Arrow, president of the Oklahoma 
Utilities Association. Mr. Walton presided 
at the luncheons both at Wynona and Enid. 


Methods of improving service to sub- 
scribers was the chief topic of discussion 
at both telephone meetings. An interest- 
ing feature of the meetings was a series 
of short addresses by young women oper- 
ators of various telephone exchanges, giv- 
ing their experiences in handling local and 
long distance calls and making suggestions 
as to improvement of this service. 

In addressing the telephone meeting at 
Enid, J. B. Cobb of the corporation com- 
mission stated that Oklahoma has the best 
public utility service in the United States 
and declared that within the last two years, 
public utilities have given the commission 
practically no trouble. He asserted that 
the commission has a desire to be fair with 
public utilities and to do justice as between 
them and the public, and urged public 
utilities to frankly and openly discuss their 
problems with the people in their com- 
munities. : 

R. E. Sullivan, manager of the Grant 
County Rural Telephone Co., Pond Creek, 
Okla., in addressing the Enid meeting on 
the subject, “General Problems,” spoke as 
follows: 

“In the course of our business of ren- 
dering service to the public for hire, there 
are certain problems which we in common 
are seeking to solve, and which we, in the 
main, can solve through the securing of 
adequate legislation. 

The preamble of our federal Constitution 
declares, among other things, that the Con- 
stitution is established to secure the bless- 
ings of liberty to ourselves and our poster- 
ity. Liberty is not secured unless we and 
each of us share in the equal protection 
of the laws. The rights of corporations 
and individuals engaged in the business of 
public service are not given the protection 
guaranteed by the Constitution when they 
on the one hand are hampered by radical 
legislation and on the other either ignored 
or forgotten when legislation is enacted for 
the popular welfare. 

In a certain portion of the press of the 
country there is always more or less de- 
rogatory reference to corporations taking 
part in politics. I can see no reason why 
cerporations, especially those engaged in 
the public service, in their endeavor to 
render the maximum amount of service at 
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all times and to secure a fair deal from 
those in authority and from individuals, 
should not strive to the end that upright 
and honest men, those willing that justice 
be done to one and all, be designated for 
legislative and other positions of public 
trust. 

In Oklahoma we are so far fortunate in 
having as our supervisors the corporation 
commission, against which body we have 
no cause to complain, as we have found 
that they fully understand our problems 
and our needs, and are always willing to 
cooperate with us and help us in every 
way as long as they feel that we are try- 
ing to do the right thing by the public. 

Of late years there has been a move- 
ment on foot to do away with the com- 
mission or to limit its powers by the 
enactment of general corporate or utility 
legislation. This movement should be 
vigorously combatted, for no general leg- 
islation can take the place of orders and 
regulations of this commission which are 
designed to fit the circumstances of each 
particular case. 

There is need, however, of legislation 
advantageous to telephone people in various 
instances. To cite a few: Section 5 of 
House Bill 205, approved March 29, 1917, 
provides that it is unlawful in building or 
repairing a telephone line to cut down, 
trim, or disturb any shade tree in any 
public road, street or highway without first 
obtaining the consent of the abutting prop- 
erty owner to do so. This creates a hard- 
ship at least on the smaller telephone com- 
pany, which is usually unable to go to the 
expense of placing underground cable. The 
section should be either repealed or modi- 
fied, or the matter of trimming such trees 
should be placed within the jurisdiction 
of the corporation commission. 

There is no law at present which ade- 
quately seeks to prevent and penalize the 
use of profane or indecent language over 
the telephone, or false representation as 
to identity of the person talking over the 
telephone and made by such person, or 
where a party secures service with the in- 
tention not to pay therefor, which inten- 
tion is not disclosed until the service has 
been rendered. 

As I have said before many of our prob- 
lems are such as can be solved by adequate 
legislation, and I believe that these mat- 
ters should be given consideration, and an 
effort made to secure the reforms men- 
tioned and to thwart all unwise legisla- 
tion.” 

Shidler was choosen for the 1925 meet- 
ing place of the first district. Sam H. 
Wilson, manager of the Bigheart Tele- 
phone Co., of Barnsdall was elected chair- 
man and H. A. Johann, of Shidler, sec- 
retary of the first district. 

Kingfisher was selected as the meeting 
place for next year of the fifth district. 
G. A. Letteer, manager of the Helena 
Telephone Co., was elected chairman and 
M. M. Flickinger, manager of the King- 
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fisher Telephone Co., was elected secre- 

tary of the fifth district. 

Southern Minnesota District Meet- 
ings Well Attended. 

Helpful and enthusiastic district meet- 
ings have been held by the Minnesota Tele- 
phone Association in the southern part of 
the state during the past few weeks. There 
was a total attendance of 599 at the nine 
conferences which were held. Of. this 
number 296 were women and 303 men, rep- 
resenting 108 different operating com- 
panies. 

The St. James meeting, on June 17, had 
an attendance of 63; Slayton, June 18, 
83; Canby, June 19, 43; Redwood Falls, 
June 20, 74; Waconia, June 23, 73; Man- 
kato, June 24, 59; Blooming Prairie, June 
25, 67; Rushford, June 26, 55; and Pine 
Island, June 27, 82. The average attend- 
ance was 67. 

In speaking of the attendance at this 
year’s conference Secretary J. C. Crow- 
ley, Jr., of the Minnesota association, said 
that “it is gratifying to know that we are 
making some progress, as the attendance 
in the southern part of the state shows an 
increase of 20 per cent over last year.” 

One of the best meetings, in point of 
attendance and interest manifested, was 
that held at Redwood Falls on June 20. 
The visiting delegates to this meeting were 
entertained by the Redwood County Rural 
Telephone Co., of which Bert Kleaver is 
general manager. On this page is pre- 
sented the photograph taken at this meet- 
ing. 

The program as carried out at the va- 
rious conferences follows: 

“The Necessity of a State Telephone 
Association; Its Past History, Accom 
plishments and Its Future Duties to the 
Operating Companies,” by D. M. Neill, 
Red Wing, president. 

“The Telephone Development During 
the Past Five Years, the Requirements of 
Additional Capital for the Reconstruction 
and Expansion of the Coming Five Years,” 
by J. C. Crowley, Jr., St. Paul, secretary. 

“What the Public Complains of, and 
Suggestions to Telephone Operators to 
Avoid Criticisms of the Service,” by J. 
W. Howatt, St. Paul, supervisor of tele- 
phones for the Minnesota Railroad & 
Warehouse Commission. 

“Switchboard Installation and Mainte- 
nance,” by Jay Houghtaling. 

“Central Office Equipment, Cable Ter- 
minal, and Substation Protection,” by E. 
E. Shields. 

“Prolonging the Life of Poles,” by S. G. 
Harris. 

“Switchboard and Cord Maintenance,” 
by R. O. Palmer. 

“Public Liability Insurance,” by L. G 
Grewe. 

“Accounting,” by T. C. Macoubrey. 

Operators’ school, conducted by Miss 
Adelaide Theimer, assisted by Miss Edith 
Yost and Miss Gertrude Sheldon. 
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Ranchers Served Over Barbed 
Wire Telephone System. 

The ranchers in the vicinity of Hodges, 
Mont., have a unique system of communi- 
cation. With the use of approximately 300 
miles of barbed wire, a complete telephone 
system with a switchboard connecting 60 
telephones has been established in the 
farming country around Hodges. 

The service is run over barbed wire, and 
the only telephone poles used are erected 
over railroad crossings and gateways 
where the wires had to be elevated over 
the tracks and fences. 

Installation of the service has been the 
least expensive possible, the only cost be- 
ing the buying of telephones at from $5 
to $15 each and a contribution of 75 cents 
from each member for the purchase of the 
switchboard, about 30 families being ac- 
commodated. 

The road crossings and gates were con- 
structed of native material without any 
expense. There is no insulation between 
wires and posts. From Hodges, where 
the switchboard is installed, the lines 
radiate to the various ranch and farm- 
houses. The system is said to give excel- 
lent service. 

The system is also being used to enjoy 
radio concerts, through a receiving set in- 
stalled in one of the ranches. The owner 
tunes in, sets the loud-speaker in front of 
the transmitter of his own telephone and 
calls the neighbors to hear the concert. 
Very satisfactory results have been ob- 
tained in receiving from Louisville, Fort 
Worth, St. Louis, Kansas City, Chicago, 
Los Angeles, Portland and Calgary. 


There Are Poles and Poles—Home- 
made Perforation Treatment. 
One of the accompanying photographs 
taken by W. M. Keck, manager, the Keck 
Telephone Co., Princeville, Ill., shows a 

















Telephone Pole on Farmer’s Line ‘‘Dis- 
covered’ and Snapped by W. M. 
Keck, of Princeville, Ill. 


telephone pole on a farmer’s line between 
Princeville and Galesburg. Mr. Keck “dis- 
covered” it while on his way to attend the 
recent district meeting of the Illinois Tele- 
phone Association held at Galesburg. 

The other photographs show the home- 
made tools Mr. Keck is using for perfora- 
tion treatment of poles. 


Submits Copper Wire Specifica- 
tions to Standards Committee. 
The American Society for Testing Mate- 

rials has submitted to the American Engi- 

neering Standards Committee for approval 
as American standards, specifications for 
hard-drawn copper wire, medium hard- 
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drawn copper wire, and tinned, soft or an- 
nealed copper wire. The specifications in- 
clude requirements for purity of material, 
diameter, gaging, finish, strength 
and elongation, specific gravity, electric 
conductivity, chemical test methods, pack- 
ing, and inspection. 

Throughout. the 15-year period of the 
development of these standards, Commit- 
tee B-1, the A. S. T. M. committee on 
copper wire which is responsible for the 
formulation of these specifications, has 
been in close consultation with representa- 
tives of the American Institute of Electri- 
cal Engineers and the International Elec- 
trotechnical Commission. In 1913, the value 
for density was changed to agree with that 
adopted by the International Electrotech- 
nical Commission (8.89) and the require- 
ments for electrical resistivity were stated 
in terms of quantities directly measurable. 

In submitting specifications, the 
American Society for Testing Materials 
stated that they are the most widely used 
specifications in the sale and purchase of 
copper wire; that they are cited in the 
standardization rules of the American In- 
stitute of Electrical Engineers, and in pub- 
lications of the Bureau of Standards; also 
that through the Spanish translation made 
by the Department of Commerce these 
specifications are coming into general use 
in South American countries. 

The following special committee has 
been designated by the chairman of the 
American Engineering Standards Commit- 
tee to consider and to make recommenda- 
tions in regard to the approval of these 
specifications by the A. E. S. C.: 

Chairman, H. S. Osborne, member, A. 
E. S. C., American Institute of Electrical 
Engineers; W. H. Bassett, representing 
American Society for Testing Materials 
and Copper & Brass Research Associa- 
tion; R. S. Burnett, alternate, A. E. S. C., 


tensile 


these 


Views Showing the Home-made Tools Used by W. M. Keck, Man ager of the Keck Telephone Co., Princeville, Ill., for Perforation 














July 5, 1924. 


Society of Automotive Engineers; J. A. 
Capp, member, A. E. S. C., American So- 
ciety for Testing Materials; E. C. Critten- 
den, alternate, A. E. S. C., U. S. Depart- 
ment of Commerce; Leroy Clark, member, 
A. E. S. C.,, Electrical - Manufacturers’ 
Council; W. A. Delmar, chairman of sec- 
tional committee on wires and cables. 

E. A. Frink, member, A. E. S. C., Amer- 
ican Railway Association, engineering di- 
vision; C. S. Gillette, member, A. E. S. C., 
U. S. Navy Department; Ralph R. Guth- 
rie, alternate, A. E. S. C., U. S. War De- 
partment; G. C. Hecker, alternate, A. E. 
S. C., American Electric Railway Associa- 
tion; A. C. Johnson, representing Postal 


Telegraph-Cable Co.; Alexander Max- 
well, alternate, A. E. S. C., National 
Electric Light Association; and A. L. 


Staderman, member, A. E. S. C., telephone 
group. 


Drive for New Subscribers and 
Greater Toll Business. 

The organized drive for new subscribers 
and greater use of toll facilities is pro- 
ducing excellent results for the Lincoln 
Telephone & Telegraph Co., as shown in 
the report recently filed with the Ne- 
braska State Railway Commission for 
the first four months in the year. 

This drive increasing revenues was not 
begun until after the first of the year, 
and not only has the decrease in tolls 
that marked the earlier months 
stopped, but the figures have 
from red to black. 

For the four months ending April 30 the 
company’s total revenues were $822,389, 
which was $2,187 less than for the corre- 
sponding four months of the previous year. 
The report for April, however, shows a 
total of $209,159, which was $3,046 more 
than for April, 1923. 

Exchange revenues for the four months 
were $591,859, which is $18,903 more than 
for the corresponding period in 1923. Toll 
revenues were $217,566, which was $21,312 
less than for the corresponding period of 
1923. Toll revenues for April, however, 
were pushed to the high level of $57,235, 
which was $2,463 more than for April, 
1923. 

An unusual draft was made on the 
funds for maintenance during the four 
months, due to the greater disasters ac- 
companying the sleet storm period. For 
the four months, operating expenses were 
$237,090, an increase of $4,038; mainte- 
nance, $154,308, an increase of $23,906; 
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changed 


depreciation, $1,587,287, an increase of 
$3,326; taxes, $60,000, an increase of 
$1,000. 


The total expenses were $638,685, an in- 
crease of $31,460. This reduced net oper- 
ating earnings by $33,647. This was re- 
duced $6,835 by an increase in sundry net 
earnings, leaving the net reduction in 
revenues $26,817. Adding $1,182 increase 
in interest there was left for net profits a 
total of $164,166, or $27,999 less. This 
sum, however, was sufficient to care for 
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the quarterly dividends of $157,044, at the 
rate of 8 per cent for common and 6 per 
cent for preferred. 

The betterment in the company’s condi- 
tion, however, is shown by the fact that 
April showed net profits of $7,282. 

The average plant in service in April 
was $9,343,751, and the number of stations 
averaged 69,846. The number in service at 
the end of April, however, has passed the 
70,000 mark by 13, a gain for the month of 
334 and since December 31 of 951. The 
company now has 15.85 telephones for 
every 100 persons in the territory served. 
Connecting stations number 24,232, bring- 
ing the total up to 94,245. The company 
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form is arranged for the purpose of carry- 
ing information from the manager to the 
plant force and the office for billing rou- 
tine. 

A form which we use has been a grad- 
ual development for the past ten years. It 
has been found to act in the capacity of 
work order, work report, and billing infor- 
mation card for the clerk or proper per- 
son in the office. The forms are made up 
in tabs of convenient thickness. The size 
of the paper is 4 inches by 6 inches, which 
fits a standard file. 

The card really explains itself. The 
manager, and operator, the clerk or any 
member of the company, can receive an 
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Form Used by the Valley Telephone Co., Sunnyside, Wash., to Serve Many Purposes. 


has a surplus fund of $601,052, an in- 
crease since December 31 of $7,121. 

The average gross revenue per station 
per month is $2.963, a slight drop from a 
year ago, due to decreased toll for the 
period of four months. Net revenue for 
per station per month was $0.662, as com- 
pared with $0.802. Other percentages are 
as follows: 

The total revenue to average plant in 
service, 26.55 per cent; operating expenses 
to telephone revenue, 28.99 per cent; tele- 
phone expenses to telephone revenue, 78.52 
per cent; maintenance to average plant in 
service, 5.34 per cent ; depreciation to aver- 
age plant in service, 6 per cent; net tele- 
phone earnings to average plant in service, 
5.77 per cent; total net earnings to average 
capital obligation, 7.22 cents for the four 
month period compared to 8.23 per cent 
for the corresponding months of 1923; 
balance of net earnings to average stock, 
7.16, as compared to 8.45 per cent. 


Combination Form Which Serves 
Many Purposes. 

In the small’ exchange, care should be 
exercised in order not to require too 
much paper work of the employes. Con- 
siderable trouble can be avoided if one 


order from a subscriber desiring service. 
The form is filled out and then acts as 
a work order for the linemen. 

When the work is performed, the line- 
man places his initials with the date, and 
other information needed on the card. If 
the party pays the lineman, it is possible 
to indicate whether the payment was in 
cash or check; also if extra poles were set 
or guys needed, this information is at 
hand. 

At the bottom of the sheet are a series 
of references, which allow the bookkeeper 
to check off the various office routine 
operations as they are performed. This 
automatically prevents the loss of an entry. 
To give an idea of the use of this form, 
one is shown which has been filled out.— 
Edwin F. Keyes, General Manager, Valley 
Telephone Co., Sunnyside, Wash. 


Illinois Bell Has Approved 1114 
Millions for Plant. 

At a meeting June 25 the board of di- 
rectors of the Illinois Bell Telephone Co. 
approved an expenditure of $1,241,799 for 
new plant in the city of Chicago, and 
$564,195 for Illinois outside of Chicago, 
making a total of $1,905,994. The total ap- 
proved for this year is $11,571,017. 
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AMERY NOW DOES THE DRUDGERY 


ACHINE operation is making itself felt more and 
more in every branch of human activity. On the farm, 
in the home, in manufacture and _ shipping, modern 
machinery is steadily and surely taking the place of hand 
operation and other inefficient methods. 








The housewife today accepts the washing machine as 
a necessity where yesterday it was considered a luxury of doubt= 
ful value. Even the humble cobbler uses a patented machine 
to sew the heavy leather with which he has to work. 
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In the telephone field, Strowger Automatic equipment 
has been taking the drudgery and uncertainty out of telephone 
operation for more than thirty years. The people of more than 
150 towns and cities throughout the United States are using and 
appreciating its rapid and reliable service. Strowger Automatic 
equipment is also successfully meeting every kind of traffic and 
climatic condition in 26 other countries all over the world. 
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It is in line with modern progress that the world’s largest 
operating organizations have adopted Strowger Automatic equip= 
ment as tandards for future installations in exchanges of every size. 


Automatic Electric Company 


FACTORY AND GENERAL OFFICES: CHICAGO, ILLINOIS 
ASSOCIATED COMPANIES 


International Telephone Sales and Engineering Corporation 
International Automatic Telephone Company, Ltd 
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Legal Aspectlof Orders and Decisions 


Menace of Forced Public Ownership or Operation of Utilities from Viewpoint 
of an Informed Public—Value of Indeterminate Permit—Service Solves 
Rate Question — Address Before the Wisconsin State Telephone Association 


There is always the menace of forced 
public ownership or operation brooding 
over the public utility business in this and 
other states. I do not mean to imply that 
this possibility of the public taking over 
utilities is deemed a menace by all utility 
operators. I have no doubt some look 
upon it as a delayed blessing. 

I am speaking of it as a menace from 
the viewpoint of an informed public to 
whom any material increase in public own- 
ership would be deemed a calamity—and 
for reasons that are more than usually 
obvious at this time. A frequent remind- 
er, then, of the importance of utility op- 
erators keeping alert as to the relations 
between their enterprises and the regulat- 
ing powers of the state to the end that 
public ownership shall not be encouraged, 
must be a salutary thing. 

So far as our own state is concerned 
the regulation of public utilities has a 
clearly-defined constitutional warrant, and 


does not depend upon the exercise or ex- 


pansion of the police power. The consti- 
tution of Wisconsin was adopted after the 
United States Supreme Court in the fa- 
mous Dartmouth College case had held, 
in substance, that contract relations be- 
tween the state and a corporation result- 
ed from the granting by the state of a 
corporate franchise. 

Our wise forefathers of Wisconsin saw 
the necessity of escaping the dilemma in 
which the Dartmouth decision placed the 
older commonwealths. They did not pro- 
pose, in the light of that decision, to give 
the new state power to create corpora- 
tions without reserving due power to con- 
trol or regulate their own creatures. 

So in Section 1 of Article XI of the 
new constitution, when it was adopted, 
was this clause in the section which au- 
thorized the legislature by general or spe- 
cial laws to create business corporations : 
“All general or special acts enacted under 
the provisions of this section may be al- 
tered or repealed by the legislature after 
their passage.” 

That is, the state of Wisconsin grants 
no corporate franchises or permits for en- 
gaging in the public service business which 
it may not alter or revoke a half-hour 
after granting it, if it chooses to do so. 
In all franchises or permits granted, this 
provision is impliedly an essential part of 
the grant. 

Thus, you perceive, the regulatory pow- 
er over corporations in Wisconsin, which 
as to public service corporations is ex- 


By William J. Anderson, 
Editor, Anderson’s Madison Service, Inc. 


ercised through the railroad commission, 
is no arbitrary assumption, nor does it 
rest in the police power, but springs di- 
rect from the fundamental law of the 
state. 

When the legislature, after having 
adopted the indeterminate permit form of 
franchise ‘for public service corporations, 
first left it to the option of existing cor- 
porations whether they should surrender 
their original franchises and operate under 
the indeterminate permit, it was not be- 








CHARACTER OF COURAGE. 


Back of everything in life that is worth 
while stand Character and Courage— 
courage to carry out your plans and 
purposes when you know you are right. 
These two virtues are the composite of 
loyalty, honor, honesty, and fairness to 
others. And of these qualities I would 
place loyalty on a plant of equality with 
all the others. 

I would also impress upon you the 
value of hardship. Success which 
comes without hard knocks is only su- 
perficial—S. W. Straus. 








cause it did not have the power to revoke 
all existing franchises and substitute the 
new permit at once. 

I believe you will all agree with me that 
the indeterminate permit which originated 
in Wisconsin is the wisest means yet 
evolved for handling public utility enter- 
prises. Through it we have escaped the 
evils of uncontrolled competition in the 
public utilities business at the same time 
that we escaped from the outrages of local 
control to the beneficent atmosphere of 
centralized state regulation. The monop- 
oly principle which it fosters is more eco- 
nomical, while it makes inevitably for con- 
stantly-improving service. 

One other feature of regulation which 
operators of telephone systems and other 
utility men should constantly keep before 
them, is that when the state, through 
its appropriate agency, grants authority 
to a utility, it always is for an express 
purpose—and that purpose that the com- 
munity involved, or the state, if it covers 
that, shall receive the service for which 
the permit was granted. 

I know this may seem rather trite to 
you, but I feel sure that utility opera- 
tors have not in the past laid emphasis 
enough on this, and to the extent to which 
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they have neglected it they have handi- 
capped the regulatory powers of the state 
as well as themselves. 

I mean this: A utility is operated pri- 
marily to give, say, transportation, and 
not incidentally to aid in maintaining a po- 
lice or fire departmentment, or a visiting 
nurse. 

What the public should have a right to 
demand in such case is that the utility 
should furnish transportation adequately. 
What the utility operators should insist 
upon is that other demands should not 
lessen the ability of the utility to give 
that for which it exists. In other words, 
utility operators have not stressed sufh- 
ciently their own rights. 

What they must give is adequate serv- 
ice; what the railroad commission in this 
state first must insist upon is adequate 
service. The rate or charge for that serv- 
ice must always be considered secondary 
to the other. It depends upon you wheth- 
er the railroad commission is enabled to 
keep the question of service to the fore. 

When it does, the question of rates will 
tend to solve itself, for the commission 
to justify itself must see to it that a util- 
ity is given such return as shall enable 
it to meet the requirements of adequate 
service. 

As early as 1913 the railroad commis- 
sion in an order issued in the case of the 
application of the Darlington Electric 
Light Co. for authority to increase its 
rates, gave support to this principle in 
words which I cannot undertake to im- 
prove upon, so will read the introductory 
part of the order: 

“It may be well at this time to restate 
briefly the principles which underlie the 
revising or determining of rates for serv- 
ice rendered by public utilities in this and 
similar cases, to the end that the grounds 
upon which the commission’s orders are 
based may be more widely as well as more 
clearly understood. 

The title of the public utilities law im- 
ports the fundamental purpose of the 
measure, which is to insure to communi- 
ties as such, and to the people that com- 
pose them, adequate service at reasonable 
rates from those corporations or individ- 
uals which the state or the community 
has by grants of special privileges com- 
missioned to perform such services. These 
services are for the most part of a char- 
acter which it would be impracticable, for 
individuals at least, to adequately render 
to themselves. 
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“We are now using Creosoted 
Poles in all our properties” 


(Manager of a Light and Power Co.) 


HE rapidly increasing demand for Inter- 
national Creosoted Pine Poles is worthy 
eviden:e of what high specialization in timber 
preservation can accomplish in securing 
greater durability, longer life and more de- 
pendable pole service—all of which result in 
ultimate economy and satisfaction. 


Growth tostered in this way is based not only 
upon estimates of future service—but upon 
past mutual satisfaction. Service records show 
that International Creosoted Poles have 
been in service twenty-five years and are still 
perfectly sound. 

Each new customer is an additional incentive to us to 


justify this confidence by maintaining our high stand- 
ard of pole production and pole preservation. 


a Quick shipment of high grade poles made from stock. 


International Creosoting & Construction Co. 
General Office—Galveston, Texas 


Plants: Texarkana, Texas Beaumount, Texas 
Galveston, Texas 
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The law in Wisconsin is made operative 
through this commission, which is clothed 
with the power to hear complaints and 
make thorough investigations, or on its 
own initiative to make investigations and 
order changes where they appear neces- 
sary. The law is thus made flexible and 
immediately adaptable to any case where- 
in the rendering of public service for com- 
pensation is called in question. 

It is hardly necessary to say that the 
corporations or individuals who exercise 
public service functions are neither be- 
nevolent nor philanthropic institutions. 
The desire for gain lies at the foundation 
of their existence. They will continue to 
perform the service under ordinary con- 
ditions only as long as it is profitable for 
them to do so. 


If it become unprofitable, their failure 
may take the form of gradually deterior- 
ating service, culminating in more or less 
complete extinction, or it may be a more 
sudden lapse; but whatever form it comes 
in, failure to give the service must result 
if the returns are insufficient. 


The first and chief duty of a controll- 
ing body like this commission is to pro- 
tect the community and the individuals 
who compose it from encroachments upon 
their rights or property, through exces- 
sive charges or inadequate service on the 
part of the public utility. This being true, 
it naturally follows that in the exercise 
of its protecting powers the commission 
must have a care not to impair the ability 


of the utility to maintain at a just stand-- 


ard the character of the services and meet 
the steadily growing demands of the com- 
munity for more and better service as time 
passes. 

In other words, it devolves upon the 
commission to regard the demand for a 
reasonable return upon actual investment 
and for services rendered on the part of 
the utility as fundamental in establishing 
and maintaining adequate service for the 
community—on the assumption, always, 
that ordinary intelligence and honesty have 
been shown in establishing the utility. 

More than the welfare of any given util- 
ity or community under consideration is 
involved in this. If the principle were un- 
wisely disregarded in any case, it would 
be an effectual bar to the securing of 
funds to develop new utilities or improve 
existing ones throughout the entire state. 

It is not alone a condition of continuous 
and improving service that a public util- 
ity shall receive reasonable compensation 
for services rendered; it is a sound eco- 
nomic principle, and one which the courts 
of last resort of nearly all states, as well 
as the United States Supreme Court, have 
repeatedly affirmed. 

If the principle were disregarded by 
any controlling body, such as the legisla- 
ture, or a city, or this commission, an ap- 
peal to the courts would bring relief to 
the utility thus unjustly dealt with. If, 
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| CHOKED CHANNELS 
By Miss Anne Barnes, 


Traveling Chief Operator, Iowa Independent Telephone Association, 
Des Moines, Iowa 


Ada Adams, chief operator at Middleton, did not care for telephone 
operators’ conferences, so she would not make arrangements to go, or send 
her operators, although her manager urged her to do so. Ada did not form 
her opinion of conferences because of any she had attended, for she had 
never gone to one—at least not until long after she had taken her stand 
against them. I believe, having once taken this stand, she disliked to retract 
much that she had said in disfavor of conferences; between Ada and suc- 
cess.—Choked Channel No. One. 


A few days before the conferences open in the spring, the chief operator 
at the town where a conference is to be held, usually calls all of the nearby 
towns and invites the chief operator and her operators to attend. Ada has 
a number of stock phrase excuse replies which she uses, such as: 

“Well, thank you, but I don’t see how we can get away.” “We are so 
busy.” “We have sickness in the office.” “We are short of help.” “It may 
rain and make the roads bad,” etc. Poor Ada is usually peeved and ex- 
hausted by the time she has run through the list—Choked Channel No. Two. 

And Ada usually has an argument with her other self after one of these 
sessions, something like this: 

“Conferences! How can I get away, or the girls either, with such a 
busy board? I suppose the girls won't like it, but if I went they would be 
sure to get into trouble with some other office. I guess we know our work 
about as well as some others around here. Look at Jonesville; she’s always 
having some differences with other offices, and she thinks she’s the last word 
on instruction.”—Choked Channel No. Three. 


When Ada reaches the restroom, if the operators do not have very much 
to say, she reflects: “Well, I suppose they don’t like it because I do not 
send them to the conference. Goodness, I shouldn’t think they would want 
to mix, for a whole day, with those operators when they are always having 
a misunderstanding with them back here. Oh well, this will soon blow over.” 
—Choked Channel No. Four. 


One day the manager sent for Ada to come to his office. How she dis- 
liked to have him do this. She delayed going as long as she could, giving 
the manager the excuse, “I am very busy, but I will come when I can get 
away from the desk.” This in the hearing of her operators. 

The manager understood—he knew Ada—poor Ada. Then she sat back 
and fumbled irritably with papers on her desk, and thought, “I wonder what 
he wants now.” After a while she went down to his office. 

She paused in the doorway. seeming to suggest brevity of time—he un- 
derstood. He invited her to take a chair. She sat erect on part of it. 

“Miss Adams, I have been receiving so many letters about the way we 
are handling our long distance work. It seems that we are not routing our 
calls correctly. Are you sure that you and your operators understand the 
routing instructions?” 

She replied woodenly, “Yes.” 

He laid‘a letter down on the desk before her without comment. She made 
no attempt to pick it up, but reluctantly directed her eyes to the paper as 
long as seemed necessary. That was all. He didn’t ask her to tell him 
what was written on the paper. He understood. 

“Next week, there is to be a telephone operators’ conference at Crystal 
City. I shall expect you to make arrangements for yourself and some oper- 
ators to attend,” he said briefly, as he drew the letter across the desk. 

Then he stood up. Ada arose from her chair, speechless—and walked out. 
—Choked Channel No. Five. 

Ada went to the conference and took one local operator. They sat as 
far removed from the other operators at the conference as possible. They 
acknowledged introductions stiffly. They took no part in the discussions. 
They apparently did not notice a thing that was going on—except the time 
on Ada’s wrist watch. They made it plain that they were there—that was 
all. They refused the telephone company’s invitation to luncheon, and ate 
at a mean little cafe, instead—Choked Channel No. Six. 


Well, that’s all about Ada. Do you think she needs a headstone? 
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LYON STEEL SHELVING 





Standardized, Interchangeable Parts Simplify Assembly 


BEGET 
eel 


"See 








and Permit Expansion 


All parts of Lyon Steel Shelving are made in 
standard sizes, completely interchangeable and 
reversible. Uprights for both ends and partitions 
are alike and require no“finishing” pieces. There 
are no “bottom,’ “top” or “intermediate’’ 
shelves. Standard and interchangeable shelves 
are used throughout. Parts are punched to re- 
ceive dividers, bin fronts and label holders. 


Standardized parts such as these simplify assem- 
bly. If additional parts are needed due to rear- 
rangement or enlargement of your installation 
they can be obtained from stock immediately. 


Lyon Steel Shelving needs no bracing. It will 
carry a greater load for the weight of metal used 
than any other shelving made. 


Our engineers are ready to help you with your 
shelving requirements as they have other tele- 
phone companies throughout the country. They 
will analyze your requirements and submit 
blueprints free of charge to show you how Lyon 
Shelving will save space and labor in your stock 
room. Write to the home office or branch office 
nearest you. 
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Lyon Metallic Manufacturing Company 


Aurora - Illinois 


GOSTON 161 Devonshire St. 
NEW YORK 342 Madison Avenue 
PHILADELPHIA 1319 Filbert St. 





ROCHESTER 
CHICAGO 
DETROIT 149-159 W. Fort St. 
CLEVELAND 1365 Ontario St. INDIANAPOLIS 11 South Meridan Ave. 
PITTSBURGH 437 Smithfield St. LOS ANGELES 1240 South Main St. 


Authorized Agents in Other Principal Cities 
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61 South Avenue 
230 E. Ohio St. 





























for every storage need 
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therefore, there were no higher motive to 
guide the commission in determining this 
question of compensation to 
utilities, the desire to have its orders ef- 
fective through judicial affirmation would 
be sufficiently compelling. 

It should be clear to every one, then, 
that this commission in passing upon any 
utility case, whether it be a petition of 


reasonable 


the utility for permission to increase its 
rates, or the complaint of a private cus- 
tomer or a community that rates are too 
high. or the service inadequate, must give 
a large share of attention to the ques- 
tion of the ability of the utility to main- 
tain its service.” 

I have touched upon these few points 
in a discursive rather than an exhaustive 
manner, but what I have said may sug- 
gest to you the necessity for keeping well 
informed upon the trend of administrative 
functioning. We lay much emphasis each 
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two years upon the work of the legisla- 
ture, yet the work turned out by the 
various boards and commissions of. the 
state in any two years affecting directly 
your interests bulks larger as to quantity 
and importance than the work of a legis- 
lature in the same period. 


In the public utility field alone there 
is so much yet to be learned about regula- 
tion that it may truthfully be said that 
the utilities of the state are far from 
reaping all the advantages possible from 
the work of the railroad commission. 
Utility men should study the subject at 
all times as closely as the railroad com- 
mission itself. 


District Meetings at Heavener and 
Durant, Okla. 

The district meetings of the telephone 

division of the Oklahoma Utilities Asso- 

ciation will be held for the second district 


a rt et ee 
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at Heavener July 23, atid for the third 
district at Durant, Jufy 25. 

The Heavener meeting is being spon- 
sored by L. E. Thrasher and L. E. Car- 
michael, owners of the Oklahoma-Arkan- 
sas Telephone Co., the largest Independent 
telephone company in eastern Oklahoma. 
These men own the exchange at Heavener 
as well as at Poteau and other points. A 
new exchange is being installed at Heaven- 
er and will be ready for inspection at the 
time of the Heavener meeting. Manager 
Thrasher, who is chairman of the tele- 
phone division, announces a fish-fry will 
be a feature of the Heavener meeting. 

Local arrangements for the Durant 
meeting are being made by the South- 
western Bell Telephone Co., which owns 
the Durant exchange. The company is 
making arrangements to entertain the tele- 
phone people royally and to assist in bring- 
ing out a good attendance at the Durant 


meeting the latter part of this month. 


Vermont Has Successful Meeting 


Most Successful Gathering in History of Vermont Association Held on the 
Shores of Beautiful Lake Morey, at Fairlee, Vt., June 20 and 21—Operators’ 
School and Plant Meeting Interesting Features—Over 150 in Attendance 


The Vermont Telephone Association was 
fortunate to secure as the location for the 
annual meeting the Lake Morey Club at 
Fairlee, Vt. The hotel is situated on the 
shore of Lake Morey and is one of the 
most beautiful spots in a state noted for its 
scenic splendors. The hotel management 
placed at the disposal of the association 
all of its many facilities for the entertain- 
ment of its guests for the two days, June 
20 and 21. 

The meeting was the most successful in 
the history of the association, in point of 
attendance, entertainment, and the benefits 
derived by the representatives of the 73 
telephone companies in Vermont who were 
present. 

The telephone situation in Vermont is 
undergoing a gradual change. In former 
years, practically everyone who enjoyed 
telephone service was personally interest- 
ed in the actual ownership and manage- 
ment of the telephone companies; now the 
public are interested in the various com- 
panies solely from the standpoint of 
service. 

The actual management of the telephone 
business devolves, therefore, upon a com- 
paratively few men, who derive much 
benefit by the opportunities afforded 
through these association meetings for the 
discussion of problems connected with the 
business of furnishing telephone service to 
the public. 

In the afternoon of June 20, Miss Marion 
Willard, Rutland, traffic supervisor of 
the Vermont division, New England Tele- 
phore & Telegraph Co. was ir shrrge of 


the traffic conference at which 65 tele- 
phone operators were present. Fifteen 
papers were read at this meeting, and the 
general discussion which followed the 
reading of each paper proved very inter- 
esting and helpful. 

The plant meeting was conducted by C. 
J] Knickerbocker of the Granville Tele- 
phone Co., Granville, N. Y., and C. L. 
Speare of the Orange County Telephone 
Co., West Corinth. Several papers on con- 
struction, operation, and maintenance were 
read and some of the views expressed led 
to a very lively discussion. 

A demonstration of first aid by teams of 
cperators from the White River Junction 
and Montpelier was much enjoyed. First 
aid as taught to all of the telephone em- 
ployes of the New England Telephone & 
Telegraph Co. is proving to be of great 
value not only in cases of accidents to the 
employes themselves but to the general 
public, because the services of those 
trained to render first aid are available in 
all cases of accident. The prone pressure 
method of resuscitation has been success- 
ful in restoring to life many apparent vic- 
tims of drowning or electric shocks. 

The Friday afternoon proceedings were 
brought to a close with the presenting of a 
tarce entitled “Who Won the Bet?” by 
the Woodsville Dramatic Club, composed 
of employes of the White Mountain Tele- 
phone Co. 

In the evening, a banquet was tendered 
to the members of the association and the 
invited guests by the New England Tele- 
phone & Telegraph Co. A delightful re- 


past was served in the prettily decorated 
dining room of the Lake Morey Club by 
the management of the hotel. 

The banquet and entertainment which 
consisted of vocal selections by Mrs. Buz- 
zell of the Central New Hampshire Tele- 
phone Co., Laconia, Charles Gibbons of 
the New England Telephone & Telegraph 
Co., Montpelier, community singing, songs, 
and stories were much enjoyed by the 140 
people who were present. 

One hundred fifty-two people registered 
at the headquarters of the association. The 
business meeting of the association was 
held Saturday morning, June 21. At this 
meeting the officers and directors were re- 
elected for ensuing year, and several reso- 
lutions were passed indicating the apprecia- 
tion of the association to those who assist- 
ed in making the meeting so successful. 
The officers are: President, C. D. Cushing, 
Bethel; vice-president, C. L. Speare, West 
Corinth; secretary-treasurer, C. L, Ovitt, 
Enosburg Falls, and auditor, F. Harding 
Chesmore, Jonesville. 

The directors in addition to the officers 
are: A. W. Foote, Middlebury; F. W. 
Story, Boston, Mass., and M. W. Hicks, 
Granville, N. Y. 

Following the business meeting, J. G. 
Ihmsen, Albany, N. Y., vice-president and 
general manager of the Upstate Telephone 
Association of New York, Miss Lillian 
Vavasour of the Friendship Telephone 
Co., Albany, N. Y., F. W. Story of Bos- 
ton, Mass., assistant to the vice-president 
of the New England Telephone & Tele- 
graph Co., delivered interesting addresses. 
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The Spirit of Pioneering 


Impatience with present facilities, a 
restless searching for perfect things— 
these have driven men to discovery and 
invention. They possessed the early 
voyagers who turned their backs on the 
security of home to test opportunity in an 
unknown land. They explain the march 
westward that resulted in this settled, 
united country. And they have inspired 
the activities of the Bell System since the 
invention of the telephone. 


The history of the Bell System records 
impatience with anything less than the 
best known way of doing a job. It 
records a steady and continuous search 
to find an even better way. In every 
department of telephone activity improve- 
ment has been the goal—new methods of 
construction and operation, refinements in 


equipment, discoveries in science that 
might aid in advancing the telephone art. 
Always the road has been kept open for 
an unhampered and economic develop- 
ment of the telephone. 


Increased capacity for service has been 
the result. Instead of rudimentary tele- 
phones connecting two rooms in 1876, 
to-day finds 15,000,000 telephones serv- 
ing a whole people. Instead of speech 
through a partition, there is speech across 
a continent. Instead of a few subscribers 
who regarded the telephone as an un- 
certain toy, a nation recognizes it as a 
vital force in the business of living. 

Thus has the Bell System set its own 
high standards of service. By to-day’s 
striving it is still seeking to make possible 
the greater service of to-morrow. 


AMERICAN TELEPHONE AND TELEGRAPH COMPANY 
AND ASSOCIATED COMPANIES 


BELL SYSTEM 


One Policy, One System, Universal Service 
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Commissions, Courts and Councils 


Discussions and Rulings of State Bodies Having Supervision Over Telephone 
Companies—Decisions of Courts in Matters of Interest to Public Utilities 
and Actions of City Councils Relative to Franchise, Rates and Service 


Hearings Begun ‘Before Supreme 
Court in Michigan Rate Case. 

The fight of the Michigan Bell Tele- 
phone Co. to prevent a decrease in rates 
of approximately 12 per cent, ordered in 
1922 by the public utilities commission, 
opened in the supreme court on June 17. 

Thomas G. Long, chief counsel for the 
Bell company, opened the argument against 
the rate case, approved in a recent recom- 
mendation issued by Justice Chester. He 
assailed the public utilities commission, al- 
leging that unfair discrimination had been 
made against the company in fixing valu- 
ations. He pointed out instances where 
he claimed Bell properties were valued on 
a higher basis than those of private con- 
cerns. 

Mr. Long also attacked the rate-earn- 
ing valuation of $122 per station fixed by 
the commission. He asserted that 62,000 
additional stations installed in 1922 had 
cost the company $185 each to install. He 
referred to the appraisal made by a com- 
mission engineer, on which basis the Bell 
company has sought to fix rates, and de- 
clared, “The commission engineer made 
such a fair appraisal that he was let go.” 

The brief filed with the supreme court 
June 16 by the Michigan Bell, declares that 
the company should be entitled to a 7 per 
cent return on a valuation of $56,037,257 
as of December 31, 1922, plus $1,500,000 
for working capital and a reasonable al- 
lowance for going value. If the commis- 
sion’s order were enforced, allowing 7 per 
cent on a valuation of only $39,500,000 as 
fixed by the commission, the company’s re- 
turn on the actual value would be only 
4 per cent, the brief contends. 

The value of the Detroit property is 
given in the brief as $33,088,467 as of 
December 31, 1921. Earnings in Detroit 
in 1921 are given as $2,340,146. If the 
commission’s order were made effective, 
the brief says, the balance available from 
earnings in Detroit would be cut in two. 
Testimony Completed in Delaware 

& Atlantic Rate Case. 


The Delaware & Atlantic Telephone & 
Telegraph Co., on June 18, practically com- 
pleted its testimony before the New Jersey 
Public Utilities Commission in the hear- 
ings on the new telephone rates for south- 
ern Jersey. Cross-examination of the 
company’s witnesses will be made at later 
hearings. 

Additional testimony having to do with 
the inter-relations between the Western 
Eiectric Co., the American Telephone & 
Telegraph Co., and the associated Bell 


companies, was, however, scheduled to be 
introduced at hearings to be held later in 
the week in Newark, and to be made a 
part of the record in this case. 

G. W. Whittemore, valuation engineer of 
the New York Telephone Co., testified on 
June 18 that the going concern value of 
the Delaware & Atlantic company is $2,- 
673,400, which, with the reproduction value 
of its plant previously placed at $23,949,- 
116, and minus depreciation estimated at 
$3,861,746, leaves a net value of $22,- 
760,770. 

The demand for telephone service in 
south Jersey was the subject of testimony 
by A. H. Osterman, assistant to the gen- 
eral manager of the Delaware & Atlantic 
company, who said that the additional tele- 
phones that have been put into service in 
this territory has been in response to an 
existing demand, and not for-an antici- 
pated demand. South Jersey, said the wit- 
ness, was still undeveloped from the tele- 
phone standpoint. There were on hand 
January 1, 476 applications for telephone 
service that could not be filled at once. 

The Delaware & Atlantic company, he 
added, connected 19,623 telephones in 1923 
and had disconnected 11,051, leaving a net 
increase for the year of 8,572. 


Western Electric Relations and 414 
Per Cent Contract Defended. 


The relationship between the Western 
Electric Co. and the New York Telephone 
Co. was further explained on June 24 and 
25 in the telephone rate case before the 
New Jersey Public Utility Commission by 
Edward V. Cox, of Plainfield, an as- 
sistant vice-president of the 
Telephone & Telegraph Co. 


American 


His duties, he said, were to assist the 
associated companies of the Bell system 
to assure prices in accordance with con- 
tract provisions in the purchase and hand- 
ling of their supplies and apparatus, there- 
by assuring to each Bell associate com- 
pany the most favorable prices which 
quantity purchase of supplies and manu- 
facture made possible. 


The Western Electric Co., the witness 
said, supplied telephone apparatus and 
acted as purchasing agent for the Bell 
companies, although these companies were 
not required to make purchases from the 
Western company if they could secure bet- 
ter prices elsewhere. The Western Elec- 
tric’s prices to Bell system companies, he 
continued, were not only lower than pre- 
vailing open market prices, but were sub- 
stantially lower to Bell companies than to 
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Independent telephone companies and other 
non-Bell concerns. 

In 1923, he pointed out, the Western 
Electric Co.’s sales of telephone apparatus 
to Bell companies amounted to $186,000,- 
000 and $69,000,000 to non-Bell companies. 
Prior to the last three years the sales to 
associate companies by the Western Elec- 
tric Co. amounted to between 25 per cent 
and 30 per cent of its total sales but this 
percentage has increased because the de- 
mand for telephone materials and equip- 
ment by Bell companies in recent years 
has almost trebled. 

Mr. Cox introduced numerous exhibits 
showing the prices charged to Bell com- 
panies compared with the higher prices 
which the Western Electric Co. charged 
for comparable items to non-Bell com- 
panies. 

Following Mr. Cox F. L. Rhodes, of 
Short Hills, a development engineer of 
the American company, told in detail the 
development of the telephone since its in- 
vention by Alexander Graham Bell in 1876 
and the part the parent company of the 
Bell system had in these advancements. 
He traced each important step from the 
first crude instrument down through the 
successive stages of switchboard develop- 
ment, the perfection of underground ca- 
bles, the revolutionary changes in the 
types of telephone instruments, the build- 
ing of the transcontinental line from New 
York to San Francisco, the Key West- 
Havana submarine telephones cable and 
the use of the machine-switching central 
office apparatus. 

“We are now working on inventions 
which may not be used for five or ten 
years,” said he, “but we know that when 
these things are perfected, they will im- 
prove the service.” 

This development work, the witness de- 
clared, was done by the engineering staff 
of the American company, and the re- 
sults were available to all the Bell com- 
panies. Mr. Rhodes said it was doubt- 
ful whether the associated companies 
could do such research entirely by them- 
selves, but if they could, the cost would 
be much greater than the license payments 
now made to the American company in re- 
turn for these services. 

Mr. Rhodes declared that millions of 
dollars were saved annually to the New 
York Telephone Co. through the use of 
such devices and equipment as large size 
cable, loading coils and vacuum tube re- 
peaters. 

The next witness at the hearing was A. 
J. Allen, a traffic engineer of the American 
cempany, who told of the constant effort 
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to improve telephone service by the de- 
velopment of time-saving devices and 
methods. On cross-examination he de- 
clared that telephone service today was as 
good if not better than service before the 
war. 

The testimony closed with that of Allen 
B. Crunden, an accounting official of the 
American company, who told of the finan- 
cial, accounting and auditing services and 
advice provided the New York company 
by the American company. 

The hearing will be 
July 9. 


continued on 


Commission Acts on Complaint of 
Poor Telephone Service. 

The Nebraska State Railway Commis- 
sion has instructed August Lampman, who 
is director for the Rosemont district of 
the Glenwood Telephone Co., to make 
answer to a complaint filed by A. M. 
Walters, an attorney of Blue Hill, repre- 
senting a number of subscribers at Rose- 
mont, who are also stockholders in the 
company. The construction in that sec- 
tion is declared to be antiquated, and the 
service very poor. In an effort to better 
it Mr. Lampman recently purchased a 
second-hand switchboard for $400, but this 
did little good. 

A group of the subscribers told him that 
if he did not give better service they would 
not pay their dues, which represent rent- 
als. He said if they did not pay he would 
disconnect their telephones. They then 
paid their dues into the local bank and 
notified him that the money was there for 
him when he gave them better service. 
Instead of doing so, Mr. Lampman 
promptly shut them off. 

The stockholders complain that he acted 
arbitrarily, that he never complied with 
the rule that a director must give a bond, 
and that he violated another rule when he 
paid out $400 for the board when $200 is 
all he is allowed to spend without author- 
ity from the general board. 


Restrains Use of Advertising Cov- 
ers on Telephone Directories. 
The St. Louis Court of Appeals, on 
June 13, issued a permanent injunction re- 
straining the National Directory Co. and 
the Chase Hotel Co. from using advertis- 
ing covers on telephone directories printed 
and furnished by the Dawson Mfg. Co. 
for the Southwestern Bell Telephone Co. 
In overruling the demurrer of the de- 
fendants and granting a perpetual injunc- 
tion in accordance with the prayer of the 
original petition, the court of appeals held: 
That “If the defendants’ scheme, as dis- 
closed by the petition in the instant case, 
does not within the and 


come narrow 


technical formula of the doctrine of un- 
fair competition, there can be no question 
that it comes within the broader reach of 
the doctrine as defined and applied by the 
courts in the more recent decisions. 
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“The petition discloses that the defend- 
ants purpose to pass off their own adver- 
tising medium as the advertising medium 
of the plaintiff, not merely by simulating 
the plaintiff's medium, but by actually 
tacking their own medium upon that of 
the plaintiff. By this unfair and fraudu- 
lent means the defendants purpose to piace 
their advertising business in competition 
with that of the plaintiff. 

“A more flagrant case of unfair com- 
petition is nowhere disclosed by the books. 
In fact, the scheme is more than unfair 
competition; it amounts to an actual ap- 
propriation of the plaintiff’s property by 
the defendants to their own business pur- 
poses. A court of equity ought not to hes- 
itate long to interpose its protection against 
a scheme of this character.” 

The petition in this case alleged that 
the directories went to the subscribers of 
the telephone company for their use, but 
remained the property of the telephone 
company; that several hundred were in 
use by the hotel company ; that the plaintiff 
had the publication of the directory and 
owned the exclusive right to sell advertis- 
ing space in and on the directory; that 
the hotel company and the printing com- 
pany had entered into an arrangement 
whereby the printing company was to fur- 
nish false covers for the directories in use 
by the hotel; that the printing company 
was soliciting contracts for advertising 
space on such covers. If such covers were 
used the plaintiff alleged that they would 
destroy the advertising value of the space 
controlled by it; and that such acts con- 
stituted an unfair and unlawful competi- 
tion with its‘business. 


Case of “Off Again, On Again, 
Away Again.” 

The Nebraska State Railway Commis- 
sion is doing its best, but it has not yet 
been successful in snaring the Huntley 
Telephone Exchange in its regulation net. 
The chase has now reached the point 
where the law may be invoked. Eight or 
ten months ago Superintendent Worst of 
the Burlington R. R. wrote in to know 
what were the rates authorized to be 
charged by the company. 

The commission had no record of any 
such company, and wrote a letter to it. No 
reply was received. The commission wrote 
again, this time submitting a questionnaire. 
This was returned and among other in- 
formation it revealed that the company, 
while not under regulation, had 100 stock- 
holders and 150 patrons. 

On February 20 the commission wrote 
the officers that this fact established it as 
a common carrier, and while it had no dis- 
position to change the company’s rate 
schedule it must require that one be filed 
with the secretary. None was filed. 

A little later William McConnell, who 
said he was a subscriber to the Huntley 


company, wrote in to know if the man- . 
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ager was authorized to take his telephone 
out if he “squealed.” He said that several 
who were objecting to rates were told 
that they had better keep quiet or their 
telephones would be removed. A little 
later the commission was informed that 
the company was busily engaged in remov- 
ing the instruments from all homes where 
the residents did not own stock. 

On June 10 a letter was sent the com- 
pany officials, whose names had been fur- 
nished by McConnell, saying that as they 
had seen fit to ignore previous letters, the 
commission would be compelled to take 
action against them. They immediately re- 
plied that the company was a mutual one 
and not under commission jurisdiction, and 
anyway they had never received any of 
the letters, which, by the way, were never 
returned to the commission. 

The company has been informed that 
when it cast off its mutual clothes and 
started to rent telephones it became a com- 
mon carrier, and that it would have to 
make full disclosure as to how it got back 
onto a co-operative basis, intimating that 
the method presumably followed cannot be 
justified under the law. 


First Test of the Nebraska Toll 
Division Law. 


The first test of the law enacted at the 
last session of the Nebraska legislature 
empowering the state railway commission 
to fix reasonable rates for the handling of 
toll messages where the company doing the 
work complains of the inadequacy of the 
standard rates of 15 per cent on originat- 
ing and 10 per cent on terminating calls, is 
being made by the Comstock Telephone 
Co. 

It complains that the Crownover Tele- 
phone Co.’s payments to it for services 
which are set out in detail, together with 
the figures of the business done and the 
commissions, do not cover the cost of the 
work and amounts in law to a confiscation 
of its property. It says that the proper 
percentage should be 40. E. B. Wait, man- 
ager, is the complainant. 

An effort was made by some of the 
smaller company managers at the last ses- 
sion of the legislature to repeal the old 
law fixing the division at 15 and 10 per 
cent, but the battle that ensued resulted in 
the adoption of amendments, so that the 
law under which this complaint is brought 
reads as follows: 


Tolls—Division: All long distance tele- 
phone rates in this state shall be based on 
air-line mileage between points. Of any 
toll charge at least 15 per cent shall go to 
the company where call originated and 10 
per cent to the company where message 
terminated. The balance of such charge 
shall be divided between the different com- 
panies over whose lines and through whose 
stations it passed, pro rata, according to 
the number of units involved in delivering 
the message, after taking out a sufficient 
amount for clearing such message through 
the office of the state railway commission, 
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in case the commission is called upon to 
make such clearing. 

Each circuit mile of trunk or toll line 
shall be taken and considered as a unit, 
and each switching station where a mes- 
sage is switched through to another com- 
pany shall be considered as having five 
units in making the division of toll charges 
for any message passing through its sta- 
tion. 

Telephone companies may, by mutual 
consent, clear their toll business or have 
the same done by a clearing house agreed 
upon; but in case of a failure to agree, 
the company where the messages originate, 
and the company where the messages des- 
tinate, shall report to the railway commis- 
sion each message, stating the origination, 
destination, and exact number of miles of 
line of each company over which such 
message was transmitted; and then it shall 
be the duty of the commission to divide 
the amount of the charges for the different 
messages according to the provisions here- 
in made and collect and deliver to each 
company its just share, after taking out a 
sufficient amount for the actual expense of 
making such a clearing as herein stated. 


Commission Asks Company to 
Explain Toll Charge. 


The Nebraska State Railway Commis- 
sion has asked the Northwestern Bell 
Telephone Co. to explain its reasons for 
making the charge it did on a toll mes- 
sage between Stella and the city of Omaha. 
The question involved is one that will in 
terest other telephone companies. 

The patron put in a _ person-to-person 
call but, when he discovered that the man 
he wanted to talk to was out of town, he 
said he would talk to any one there. This 
made it a station-to-station call. He was 
compelled to pay the person-to-person rate 
for the ten minutes he talked. 

Under the schedule of charges, if the 
conversation had been of but three min- 
utes’ duration, there would have been no 
difference in the charge for the service, 
as the report charge on the uncompleted 
call would be just the difference between 
the person-to-person and the station-to- 
station charges. But for every extra min- 
ute that he talked, the difference was ten 
cents, and when he found this was 70 cents, 
he took the matter up with the commission. 

The commission is open to conviction, 
but is of the opinion that the station-to- 
station charge is the proper one to make, 
and has asked the company to justify the 
person-to-person collection. The company 
has indicated that it is very largely a mat- 
ter of more simplified ticket making and 
bookkeeping. 





Where a Person-to-Person Call 
Was a Report Charge. 


The Nebraska State Railway Commis- 
sion was called upon to enact the role of 
Solomon the other day, when the Keystone 
& Arthur Telephone Co. lodged a com- 
plaint against the Northwestern Bell that 
it had made an improper charge for toll 
service. A patron of the local company 
at Keystone put in a call for Arthur R. 
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Smith, who was described as a transmis- 
sion line man and stopping at a certain 
hotel. 

The Bell operator at North Platte got 
hold of Arthur R. Smith, and put him up 
to talk to the party at Keystone, when 
the latter discovered he was not the 
Smith that he wanted to talk with. The 
Northwestern Bell company charged the 
other company with a person-to-person 
rate, while the local company insisted that 
all it should be called upon to pay was 
the report charge. 

Investigation by the commission dis- 
closed this unusual state of facts for a 
small city: That there were two Arthur 
R. Smiths in North Platte that day, that 
they were both registered at the same 
hotel, and that they were both of the same 
occupation. 

The Bell manager contended that as the 
Arthur R. Smith that he produced at his 
end of the wire answered in name, busi- 
ness and location to all of the description 
that had been furnished his operator, he 
had done all that was required of him in 
getting a person to the telephone, and 
therefore, had earned the person-to-person 
toll charge. He also suggested that as the 
locating of a person desired is all done by 
telephone, a photograph of him or a de- 
scription that would include the color of 
his eyes, or hair or details of his height or 
weight would not have helped any. 

The man who wanted to talk to Arthur 
R. Smith contended that he had not been 
served when an Arthur R. Smith was 
furnished to whom he had nothing to say, 
and the commission was inclined to agree 
with his claim that a report charge was 
all he should have to pay. When this 
was intimated to the Bell general officers, 
they agreed with a smile that 
proper. 


it was 


Bought Telephone Line to Retain 
His Rural Service. 

T. P. Hamilton, who is the only man 
known in the industry to have purchased 
a telephone company so as to make sure 
that he would be able to retain telephone 
service between his home and place of 
business, was an applicant before the Ne- 
braska State Railway Commission for a 
trio of orders, recently. Mr. Hamilton 
is a wealthy ranch owner in Thomas 
county, in the sandhills section where cat- 
tle form the largest part of the popula- 
tion. He owns a house in town, eight or 
ten miles distant. 

Some years ago a telephone line run- 
ning from Thedford to the town of 
Brownlee, 28 miles distant, was built by 
Jerry Heilman, county treasurer, in order 
to oblige his neighbors and not to make 
money. Heilman was later found guilty 
of having used public money for financing 
this and other enterprises, and after he 
was sent to prison the line was sold under 
foreclosure. 
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As there was no one else in that sec- 
tion who cared to invest his money in it, 
Hamilton, who didn’t want to lose this 
method of communicating between his 
ranch home and his town house, bought 
it. He has only six subscribers. 

A little later he had some difficulty 
with the Loup River Telephone Co., which 
has an exchange in Thedford, serving an- 
other section of the country. So Hamilton 
ordered a board and installed it in Thed- 
ford. The line, although a long one, is in 
essence a farm line. It connects with the 
other Thedford switchboard by a trunk 
line. 

Mr. Hamilton was before the commis- 
sion asking that he be allowed to make a 
25-cent toll charge for messages between 
Brownlee and Thedford, and this was 
granted. The board at Brownlee is in a 
drug store, and the owner and operator, 
the proprietor, has been getting nothing 
for his services. He protested about this, 
and wanted the rate on the line boosted 
from $1 to $1.50, the 50 cents to go to 
himself, but a compromise was effected 
with a 25-cent raise. Mr. Hamilton also 
asked for an order on the Bell to con- 
nect with his board as well as with the 
other town exchange. 


Orders Toll Rate Reduced to Pro- 
vide Service to Nearby Village. 


The Deerfield Telephone Co. operates an 
exchange at Deerfield, Wis., and has party 
lines running to London, serving 17 places 
of business and residences in that unin- 
corporated village. It has made its plans 
to metallicize the lines serving London and 
to this and a private right-of-way for a 
considerable distance has been purchased 
to avoid circuitous roads. 

The Cambridge Telephone Co. operates 
an exchange in the village of Cambridge 
but does not have any lines extending 
within approximately 2 miles of London. 
The two telephone companies jointly main- 
tain a clear metallic toll line between Cam- 
bridge and Deerfield over which a toll of 
10 cents per message is charged. 

The state railroad commission was pe- 
titioned to allow the Cambridge company 
to extend its lines for service to residents 
of London, so they could obtain direct con- 
nection with the Cambridge exchange. 
Several plans were proposed but the com- 
mission finally decided that in view of the 
relatively short air line distance between 
London and Cambridge and the fact that 
these two communities are closely related, 
London being the railroad outlet for Cam- 
bridge, ‘the most satisfactory solution of 
the questions presented would be a more 
favorable toll rate than that now existing 
for toll messages between Cambridge and 
London. 


Peg counts showed that the toll line be- 
tween Deerfield and Cambridge, is not at 
present overloaded. The commission be- 
lieved that the establishment of a more 
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favorable toll applicable between Cambridge 
and London, would not impair the service 
on this line; also that such a reduction 
would probably increase the number of 
calls with the result that the reduction in 
actual revenue would not be in proportion 
to the reduction in the rate. 

It, therefore, ordered the two companies 
to file with it and place in effect a rate 
of 5 cents per message of five minutes with 
5 cents for each additional! tive minutes or 
fraction thereof, applicable to all sub- 
scriber toll messages from the Cambridge 
exchange to London and from London to 
the Cambridge exchange. 


Former Mutual Line Claims Free 
Toll Service. 

The Nebraska State Railway Commis- 
sion has been called upon to settle a viru- 
lent dispute from the neighborhood of 
Keystone. A co-operative line formerly 
furnished service to a group of farmers 
located on both sides of the town. Later 
.they turned the property over to the 
Northwestern Bell company without cost 
to the latter on the agreement that they 
would have free toll service to Ogallala. 

Now the Keystone-Arthur company has 
come into being and three of the four 
farmers left of the old company want to 
get service from it. The other man, W. 
E. Coats, lives on the far side of Key- 
stone and is moving two miles closer 
to town. The Northwestern Bell desires 
to abandon the line on both sides of the 
town for five miles, because of the few 
patrons left, but all of them are objecting 
because this means paid tolls to Ogallala, 
the county seat, hereafter. 

Coats has taken up his line and instru- 
ment and moved it to his new location, 
and he enters a vigorous protest to the 
disregard of what he claims is the old 
free toll contract. The Keystone-Arthur 
company tells the commission to please 
regard it as an innocent bystander, taking 
no sides. 


Rate Increase Approved for Ham- 
mond (Wis.) Telephone Co. 

The Hammond Telephone Co., of Ham- 

mond, is given permission by the Wiscon- 


order 
handed down June 20 to increase its net 
business rate from $1.50 to $2 per month; 
its residence rate from $1.25 to $1.50; its 
net quarterly rural rate from $3.75 to $4.50 
and to charge 50 cents per month for 
switching service plus an annual rental of 
10 cents for each contact on its poles for 


sin Railroad Commission in an 


the wires of other telephone companies. 

The Hammond company furnishes serv- 
ice to 186 town and rural subscribers and 
furnishes switching service for 45 sub- 
scribers of the Rush River & Pleasant 
Valley Telephone Co. and nine for the 
Equity company. The former has been 
paying for such service $4 per telephone 
per year and the latter $6. 
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“The property and plant value reported 
by the Hammond Telephone Co.,” the 
commission states, “is only $4,750, which 
is probably much less than the actual value. 
With a deficit of $118.13 in 1923, before 
provision for depreciation, the increased 
rates, if effective in that year, would ap- 
parently have produced $547 for deprecia- 
tion and return, which is not excessive 
even when based on a very conservative 
plant value.” 


Increase in Rates Authorized to 
Port Wing (Wis.) Company. 
The Port Wing Telephone Co., which 
furnishes service to 173 subscribers in Port 
Wing and vicinity, was given permission 
by the Wisconsin Railroad Commission on 
June 20, to place in effect the following 
schedule of ‘increased monthly rates: 
Net 
$2.75 


Gross 


$3.00 


Business telephones 

Rural and residence telephones, 
metallic 

Rural and residence telephones, 
grounded 7s 66S 


The old rates were $2 per month for 
business telephones and $1.50 for town 
residence telephones and rural telephones. 

The cost of the plant at the end of 1923 
was reported as $6,531, which in the com- 
mission’s opinion is a conservative esti- 
mate of the value of the property. 


Construction of Telephone Line 
on Highway a Proper Use. 

That an abutting property owner is not 
entitled to compensation for the construc- 
tion of a telephone line on the highway 
and that the telephone company is within 
its rights in trimming trees standing 
within the highway limits is the substance 
of the ruling of the court of common pleas 
of Ohio in the case of the Watson Co. vs. 
the Ohio Bell Telephone Co., handed down 
May 5. In this case the court held: 

That where a telephone company, after 
being forbidden to do so by the owner 
of property along a highway, erected 25 
poles within the highway, strung cables 
on them and trimmed a shade tree through 
which the cable passed, a temporary order 
restraining the company from connecting 
the cable in question with its other cables 
would be dissolved, since the ownership of 
the plaintiff in the road was subject to the 
right of the public to use it for proper 
highway purposes and the construction by 
the company of its pole line and cable 
within the limits of the highway was a 
proper use for which the plaintiff, as the 
abutting property owner, was entitled to 
no compensation. 

2. That the company had the right to 
trim the trees of the plaintiff standing 
within the highway limits if the same was 
necessary for the construction of its pole 
line and cable, and further, had the right 
to place an anchor for the support of one 
of its poles within the highway limits. 
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Exchange Gets First Rate Raise in 
Commission’s History. 

The first rate increase in the history of 
the Wisconsin Railroad Commission has 
been granted the exchange at Frederic, 
now operated by the Wisconsin Telephone 
Co. The Wisconsin company took over 
the Frederic exchange from the Tri-State 
Telephone & Telegraph Co. several years 
ago when a division of territory 
agreed upon by these two companies. 

Says the commission in its opinion in 
this proceeding, handed down recently. 

“Telephone rates in Frederic have not 
been increased within the history of the 
commission and are now extremely low 
and necessarily unrenumerative. The 
company appears to have taken the posi- 
tion, however, that, despite the fact that 
it was losing money at Frederic, no appli- 
cation to increase rates would be made un- 
til the property could be rehabilitated and 
a first class system established. This re- 
habilitation was completed during 1923 and 
the company now asks to have established 
a schedule of rates comparable with sched- 
ules effective in other communities sjmilar 
in size and telephone development to Fred- 
eric. 


was 


“This schedule necessarily represents a 
very large increase in relation to existing 
revenues and rates, but the amount of the 
increase cannot be accepted as any indica- 
tion that it is unreasonable, as the existing 
rate has never been adjusted to increasing 
costs; has clearly been unremunerative for 
a number of years, and quite likely never 
met the full cost involved in furnishing 
service.” 

The new schedule, which on June 1, 
superseded the former rates of $1.50 
per month for business service, $1 for resi- 
dence and rural service and 25 cents for 
rural switching, as follows: 


Rate 
Per month 
One-party business unlimited 
Two-party business unlimited.... 
Business extension telephone 
Plus 40 cents per month for 
each one-eighth mile line or 
fraction thereof on stations lo- 
cated outside premises. 
One-party residence unlimited.... 
Two-party residence unlimited... 
Four-party residence divided ring- 
ing unlimited 
Residence extension 
wall or desk set 
Plus 40 cents per month for 
each one-eighth mile line or 
fraction thereof on stations lo- 
cated outside premises, 
Rural rates for subscribers con- 
nected with rural line 
Within six miles from cen- 
tral office with $3 per annum 
additional for each mile or 
fraction thereof beyond. 
Rural switching service 


telephone, 


At the hearing the company modified 
its original application and asked for a 
rate of 75 cents per month for rural 
switching service. However, inasmuch as 
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notices of hearing on the amended applica- 
tion had not been given and as no switch- 
ing rate higher than 62% cents has been 
authorized for the smaller exchanges of 
Wisconsin company, the commission limit- 
ed the applicant to its original figure. 

At the hearing the company submitted 
comparative statements designed to show 
the degree of inadequacy of the existing 
schedule and indicating that even with the 
proposed schedule in effect, including the 
rate originally asked for, for switching 
service, there would be less than 1 per 
cent available for return upon the value 
of the property. 


Summary of Commission Rulings 
and Schedule of Hearings. 
INTERSTATE CoMMERCE COMMISSION 
WasHIncTon, D. C. 


June 10: The commission approved the 
acquisition by the United Telephone Co., 
of Abilene, of the telephone properties 
operated by the Consolidated Telephone 
Co., the St. Francis Telephone Co. and 
the exchanges owned and operated by C. 
L. Brown, J. O. Wilson and Fred Coul- 
son. The agreed purchase price of the 
Consolidated company was $150,000; of the 
St. Francis company, $20,000 plus indebt- 
edness; of the Oakley exchange owned 
by Mr. Brown, $10,000; of the properties 
owned jointly by Messrs. Brown, Wilson 
and Coulson, $300,000. No. 4022. 

June 26: Application filed by the Cum- 
berland Telephone & Telegraph Co. for 
authority to acquire properties of 14 tele- 
phone companies in Kentucky, for which it 
proposes to pay $3,750,000 in cash, and to 
assume obligations of $1,511,000 of 7 per 
cent bonds and $414,000 of 5 per cent 
bonds. This deal involves the acquisition 
of the Louisville Home Telephone Co. and 
the Central Home Telephone & Telegraph 
Co. and its affliated companies. 

CALIFORNIA. 

June 23: Authority granted to Califor- 
nia Telephone & Light Co. to issue and sell 
at not less than 95 per cent of face value 
and accrued interest, $200,000 of its first 
mortgage 6 per cent bonds and to use the 
proceeds thereof to finance additions and 
betterments. 


INDIANA. 
May 2: The commission authorized the 
Dunlaps Mutual Telephone Union to 


charge and collect the sum of 10 cents per 
call for all interexchange service with the 
Home Telephone Co., of Elkhart, except- 
ing the Goshen, Elkhart and Wakarusa ex- 
changes which should remain free, and 
to place in effect a rate of $24 per year 
payable quarterly m advance for business 
telephones. No. 7529. 

June 19: Application filed by Citizens 
Telephone Co., Fairmont, for permission 
to discontinue its exchange at Fowlerton 
and serve that community through the 
Fairmont exchange. 

KANSAS. 

June 5: The commission authorized the 
Summerfield Mutual Telephone Co. to in- 
crease its rates for telephone service. 

June 18: The Delphos Telephone Co. 
requested permission to purchase the tele- 
phone plant at Delphos, now owned and 
operated by the Rural Telephone Asso- 
ciation of Delphos. The Delphos Tele- 
phone Co. is capitalized for $25,025. It 
desires permission from the commission to 
issue $20,125 of its stock in payment for 
the plant. 
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NEBRASKA. 

June 24: Complaint filed by F. E. 
Kuckuck, of Falls City, that the South- 
eastern Telephone Co. refuses to give him 
service although he has wire in place and 
the lines of company run past his place. 

June 25: On complaint of H. F. Lind- 
berg against Liberty Telephone Co. that 
service is refused until he pays all back 
due rentals, commission held that the time 
to object to the quality of service is when 
it is being furnished, and that the sub- 
scriber who endures this without protest 
for 11 months cannot be heard to demand 
a reduction in amount unpaid. 

June 25: In the matter of the applica- 
tion of the Holbrook & Hendley Telephone 
Co. for permission to establish gross and 
net rates, found that the request is for the 
customary spread of 25 cents a month be- 
tween rates where bills are paid by a 
stipulated date and when they are not; 
permission granted. 

June 26: In the matter of the applica- 
tion of the Kinkaid Mutual Telephone Co. 
for permission to establish toll rates; it 
appearing that the applicant company 
serves a considerable territory north of 
Sutherland in connection with the Suther- 
land Telephone Co. and the commission 
being fully aware of the problem that 
faces companies giving service in sparsely- 
settled territory and where lines must be 
run vast distances, permission granted to 
establish rates asked for for use of lines 
by non-subscribers of either company. 


New York. 

June 27: The commission directed the 
North Creek Telephone Co. to furnish 
four-party telephone service to Mrs. Lilian 
F, Cronin at Aiden Lair Lodge, Minerva, 
Essex county. Until the establishment of 
a new telephone line from the central of- 
fice to the company at North Creek to 
Aiden Lair Lodge the company is directed 
to furnish service temporarily from the 
existing four-party line now in operation 
in the vicinity. Mrs. Cronin complained to 
the commission when the company re- 
moved a public pay station telephone for- 
merly maintained at Aiden Lair Lodge. 

New Jersey. 

July 9: Continued hearing in re applica- 
tion of ‘the New York Telephone Co. for 
increased rates for telephone service in the 
state of New Jersey. 

OHIO. 

June 20: New rate schedule of Ohio 
Bell Telephone Co. proposing increased 
rates for the city of Girard to become 
effective July 1, suspended for 120 days 
from May 31. The city filed a formal 
protest on June 19. 

PENNSYLVANIA. 

June 20: Approval given application of 
the Crawford & Venango Telephone Co. 
covering its incorporation to furnish serv- 
ice in the two counties from which the 
company derives its name. 

WISCONSIN. 

June 27: The commission authorized 
the Cuba City Telephone Co., of Cuba 
City, to issue 1,780 shares of common 
capital stock of the par value of $7.50, 
making a total issue of $13,350. Of this 
total, $1,650 shall be distributed pro rata 
among its stockholders and $11,700 issued 
and sold for the purpose of paying for 
future additions and extensions. SB-1993. 

June 28: The commission authorized 
the Marathon County Telephone Co. to 
increase its net rate for rural magneto 
service to $1.50 per month. U-3005. 

June 28: The commission authorized 
the Wisconsin Telephone Co. to increase 
its rates for telephone service at Grants- 
burg. U-2950. 
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Obtainable in 
any size. 


Every size made 
for any strand 
diameter. 


Made right and 
priced right. 





Samples on Request 


Cameron Appliance Co. 
Everett, Mass. 


Please tell the Advertiser you saw his Advertisement in TELEPHONY. 
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New Truscon Steel Pole Ready for 


Production. 
Announcement is made by the Truscon 
Steel Co., Youngstown, Ohio, that its 


. new steel pole department is now ready 
' for a quantity production schedule and is 
prepared to manufacture all the various 
sizes of steel poles up to 50 feet in length. 
A salient feature of 
the Truscon steel pole 
is its simplicity of 
construction, being 
pressed from 5-inch 
to 12-inch steel chan- 
nels or I beams. It is 
so designed that no 
special equipment is 
needed by the lineman 
in ascending or de- 
scending, thus elimin- 
ating pole steps and 
the necessity for use 
of spurred climbers. 
Adaptable for use 
on transmission and 
distribution lines, tele- 
phone, trolley and 
street lighting  sys- 
tems, and, in faet, for 
every pole purpose, 
the Truscon steel pole is made by pressing 
a portion of the web of the channel or I- 
beam out to a predetermined angle, then 
riveting this pressed out section to a like 
section of another channel on I beam. The 
illustration shows the construction and 
appearance of the pole. 














The New Trus- 
con Steel Pole. 


Subjected to all practical tests under 
varying conditions over a period of two 
years, this pole, like all other Truscon 
products, was perfected by engineers be- 
fore production was begun and the pole 
was placed on the market. It is claimed 
by the manufacturers and concurred in by 
engineers that, when this pole is anchored 
in concrete and painted about once in five 
years, it will last indefinitely. Due to sim- 
plification of manufacture and quantity 
production, the cost of the steel pole is 
said to be about the same as that of wood 
poles; in some sections of the country it 
is less. 

Where more than ordinary strength of 
pole and extra length is required, the pole 
can be made in combinations of two or 
more, thereby giving a structure of great 
strength, suited to carrying long spans on 
transmission lines and other heavy duty. 


A complete line of fittings has been de- 
signed for the steel pole to fit any size 
standard crossarm, either wood or steel. 
The cost of these fittings, which will all 
be galvanized, is no more than the cost of 
ordinary through bolts used in general con- 
struction work. 





The element of public safety has not 
been overlooked in the design of the cop- 
per steel pole. Due to a lack of pole 
steps and because of the sharp angles 
formed in joining the riveted web sections, 
it is said to be impossible for any young- 
ster or other person than a lineman to 
ascend the pole. 

A circular giving data and other valua- 
ble information about the pole will be sent 
upon request, by the Truscon Steel Co. to 
pole users. 


Warroad, Minn., Exchange Burns; 
Board Installed in Tent. 

On June 20 the Warroad Telephone 
Co.’s exchange building at Warroad, 
Minn., was struck by lightning. Fire re- 
sulted and the entire building and con- 
tents were destroyed. 

R. L. Fox, manager of the Warroad 
company, wished to restore service as 
quickly as possible and still obtain the kind 
of a switchboard that he wanted. Having 
been a consistent user of Monarch equip- 
ment, he telegraphed the office of the Mon- 
arch Telephone Mfg. Co., 1027 West Van 
Buren street; Chicago, inquiring about a 
new switchboard and asking how soon it 
could be shipped. 

Representatives of the Monarch com- 
pany promptly got in touch with Mr. Fox 
over long distance telephone and he placed 








Type of Monarch Switchboard Shipped to 
Warroad. Minn. 


his order with them for a new 4942-B, 


160-line, one-position, low-type magneto 
switchboard, identical to the one illustrated 
on this page. This 4942-B 160-line switch- 
board is one of the Monarch company’s 
standard boards but is not carried in stock, 
as are its 50-line, 120-line and 200-line 
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switchboards. It did have cabinets of this 
size in stock but other than that it was 
necessary to completely build a new board. 

Mr. Fox was promised that the board 
would be built and ready to ship in three 
working days. Work was started on the 
morning of June 21, which was Saturday, 
and the board was shipped by express on 
Wednesday, June 25. 

In order to restore service to his sub- 
scribers as quickly as possible, Mr. Fox 
has put up a tent, laying in a wooden floor, 
and temporarily installed the new switch- 
beard there, connecting it with the cable 
at the point where it was burned off. A 
new exchange building will be erected soon 
and the new Monarch switchboard will 
then be permanently installed in the com- 
pany’s new home. 


Kellogg Transmitter Makes Good 
Broadcasting Microphone. 
The accompanying illustration shows a 
broadcasting transmitter which was used 
by A. M. Crichton, of Uniontown, Pa., who 

operates the 
F ) | 
| 
| 





amateur radio 
8BRM. 
Crichton, 


station 
Mr. 
who is general 





manager of the 
Tri-State Tele- 
phone & Tele- 
graph Co., had | 
on hand a Kel- | 
logg telephone 
transmitter 
which he | 
mounted on a 
broom stick and 
used in his 
broadcasting. 

He _ thought 
nothing 
of it until he 
began receiving 
postcards, from 
different 
of the state, advising him of the remark- 
able clarity with which his voice was re- 
ceived and the perfect modulation. 

The Kellogg Switchboard & Supply Co. 
has received a number of reports of people 
stating that they have been using its stand- 
ard telephone transmitter for broadcasting 
purposes with unusually good results. 

Kellogg broadcasting transmitters are 
furnished in two types, one for announcing 
and one for regular broadcasting. 





more 











Standard Kellogg 
Transmitter on Broom 


parts Handle. 


American Union Exchange in Win- 
chester, Va., Quits Operation. 
Local operators of the American Union 

Telephone Co., Winchester, Va., hung up 
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head sets and pulled out plugs for the last 
time on the stroke of 12 midnight, May 31. 
The Virginia State Corporation Commis- 
sion recently granted the company’s peti- 
tion, that it be permitted to quit business 
in Virginia on account of lack of business. 


Similar petitions had been presented in - 


recent years, but objection was made by a 
mutual company in Shenandoah county, 
which held a 99-year contract for long 
distance connection through the Winches- 
ter exchange. However, the American 
Union concern was prepared to show that, 
under a federal court ruling, a_ public 
service corporation could not be compelled 
to operate at a loss. 

More than half a dozen rural mutual 
companies which have been connected with 
the Winchester central office either will 
go out of business along with the Amer- 
ican Union exchange or connect with the 
Chesapeake & Potomac Telephone Co., 
which is now without a competitor in the 
Valley of Virginia. 

Plan Local and Long Distance Sys- 
tems in Tamaulipas, Mexico. 


The government of the state of Tamau- 
lipas, Mexico, has formally approved the 
plans of the Tampico-Mexico Telephone 
Co. for the construction of a telephone 
system in Tampico and other cities of 
the state. Bruno Newman is president of 
the company. 

The plans call for. a system of long dis- 
tance lines that will run from Tampico 
to Victoria, Nuevo Laredo and Mata- 
moros, and the installation of local tele- 
phone systems in all of these cities. ~ At 
the border points of Matamoros and 
Nuevo Laredo connection will be made 
with the long distance lines of the South- 
western Bell Telephone Co., which is 
owned by the Bell interests. 


FUNDAMENTALS OF TOLL 
SALESMANSHIP 
(Continued from page 15.) 

0! toll sales made. The fact that such 
a large percentage of those tickets on 
which the subscribers were recalled were 
ultimately talked on, as shown in the study 
mentioned, is indisputable evidence that 
we are losing many calls with a corre- 
sponding loss of revenue, because we are 

not handling them properly. 

The operator’s failure to verify cer- 
tain reports, especially “NF” and “UN,” 
often is directly responsible for the can- 
cellation of a call, as well as being a 
source of annoyance to the subscriber. 
Some names and numbers sound alike over 
the telephone, and the importance of mak- 
ing sure of the accuracy of the number 
and name in connection with which each 
report is received, cannot be over-empha- 


Sized 


Too many calls are canceled be- 
Cause of misunderstandings and inaccur- 
acics, In the study mentioned, more than 


half the calls which were canceled because 
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HE CARBON PRODUCTS 
a NCASTER, OHIO, U- 5 
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Expect These 4 Important 
Things From VICTORS 


Energy when it’s needed. 
An even flow of power. 
Long life. 

Low ampere hour cost. 


You and every other telephone man 
can get these factors of dependable 
telephone cell operation in VICTORS. 

VICTORS deliver full power energy 
when it’s needed and they deliver it 
steadily. They must work contin- 
uously for one year or they will be re- 
placed without cost to the user—that’s 
the VICTOR guarantee. 


Point for point in construction and 
service VICTORS are far superior to 
any other telephone cell on the market. 
Order a trial barrel for your exchange. 
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THE BOWDLE SYSTEM 
Always shows you where you stand. 
We have solved the bookkeeping prob- 
‘em of a large number of companies. 

Write us about our 
monthly audit. 


Bowdle Accounting System 
Cerro Gordo, Illinois 














ww. Cc. POLK 
CONSULTING TELEPHONE ENGINEER 


Plans, Estimates and Reports, 
Appraisal and Supervision 


Can arrange a moderate amount of financing. 


Telephone Bldg. Kansas City, Mo. 

















W. H. CRUMB 


Telephone Engineer 
9 South Clinten St. Chicago 














TELEPHONE ACCOUNTING 


“COFFEY SYSTEM” 


The Independent Standard 


Coffey S and Audit Co., C. P. A. 
607 Peoples k Bidg., Indianapolis, Ind. 
Exclusive Telephone Accountants 














J. G. WRAY & CO. 
Telephone Pngineers 
Specialists in Appraisals, Rate Surveys, 
Financial Investigations, Organization, 
and Operation of Telephone Companies. 
J. G. Wray, Fellow A. I. E. EB. 
Cyrus G. Hill 
1217 First National Bank Blidg., Chicago 
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of a “UN” or “NF” report, were ulti- 
mately talked on when proper verification 
of the report was made. 


Even though we may agree that “Ac- 
curacy” is more important than “Speed,” 
it is not to be denied that speed in com- 
pletion of toll calls is highly important. 
The necessity for promptness in handling 
calls and reports, is particularly great, be- 
cause if they are delayed until the patron’s 
need for the service disappears, he will, 
of course, immediately cancel his call. All 
unnecessary delays of whatsoever kind 
should, therefore, be eliminated. 


Poor directory work and slow distribu- 
tion of tickets from recording positions, 
delays which have a material effect on the 
speed of service, are entirely within the 
power of the originating office to correct, 
and delays resulting from these sources 
can be virtually excluded. Delays in 
handling call orders at through position, 
as well as call orders on “DA” and “BY” 
telephones, are serious, and should receive 
constant attention. 

Without “Common Sense” and “Good 
Judgment,” no one can_ succeed in 
any business. In our business. the 
need for displaying these qualities is 
all the more apparent. We _ believe 
that we are safe in saying that the per- 
centage of completed business of an office 
is an accurate barometer of the amount 
of common sense used by the operators of 
that office. 

Common sense and good judgment en- 
ter into the proper use of all the qualities 
which have been mentioned, and they tem- 
per these qualities with effectiveness that 
works wonders if they are used as they 
should be. Every day the lives of many 
toll calls are cut short because our opera- 
tors do not use good judgment or common 
sense in getting the subscriber to either 
change his order, or allow us a little more 
time in which to deliver the goods. 


From ‘their toll sales, telephone com- 
panies derive their largest single item of 
revenue. Any increase or decrease in toll 
sales, therefore, directly affects the com- 
pany’s income. While the demand for toll 
service is increasing all the _ time, 
there should not be a_ corresponding 
increase in the percentage of sales 
lost. On the other hand, as the num- 
ber of calls offered increases, we should 
strive to make the number of calls com- 
pleted approach the number offered, just 
as closely as possible. 

In these days of high costs, telephone 
companies are hemmed in with more limi- 
tations than most any other business. We 
cannot increase our charges for service 
at will. Therefore, the only way by which 
we can get the money to pay proper sal- 
aries, buy materials, and provide additional 
facilities, is to do a large volume of busi- 
ness with the facilities already provided. 

Every telephone company wants patron- 
age, the operators want completed calls, 
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Save replacement cost 
of Public Station Di- 
rectories by protecting 
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furnished in durable 
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printed. Send direc- 
tory size for prices 
and full particulars. 


ARNOLD COMPANY, Milwaukee, Wis. 
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——— 





and the subscriber wants service. There- 
fore, the sales process must be felt strong- 
ly all along the lines of striving to give 
satisfaction to all. Give the subscriber 
on every call he places, conspicuously good 
service, genuinely courteous service, and 
notably personal service—and your com- 
pany will be able to successfully meet any 
periods of business depression. 


Think well of the people you are work- 
ing for and working with. Think well of 
yourself, your job and the services you 
are selling. Always show sincere interest 
in the service desired by your customers. 
Make his interest, your interest. Culti- 
vate the ability to put: yourself in your 
subscriber’s place. These suggestions will. 
if consistently put into effect, enable any 
toll operator to hold her place among the 
successful. 








